











I, calfskin it’s Tandrite. 
Tandrite supremacy has been 
proved against the finest field 
of competition. Tandrite color 
has become the standard of 
comparison. Tandrite beauty 
and staying qualities, too, 
make it the odds-on favorite 
of designers, manufacturers, 
retailers and the public. 
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You're “twice aS smart’ 


with 
Aye oo 





money to spend. Vitality more-for-the- 


must spend wisely. 


The line where quality and volume meet 


Vitality concentrates on the middle market, 
with more than 80% of customers who have 


quality sells wise-spenders as well as those who 







money 











YOLANDA 


The line that makes goodwill repeat 


sale is closed. 


Vitality customers are here today and back to 
morrow for more of these famed-for-fit shoes . . . 
shoes that sell in the wearing, long after the 







sales 








SQUADRON 
The line that is best advertised 


‘Twice As Smart”’ Vitality national adve 
is featured in magazines of tremendouscircu 


N 








rtising 
lation: 


Ladies’ Home Journal, Life, Good Housekeeping, 
Cosmopolitan, Mademoiselle and Seventeen. A 
large, continuous promotion, constantly making 


new friends and customers (and profits) for you 


more-for-the-money 


shoes $995 


Vitality Open Rood Shoes 
for Ovtdoor and Campus Wear $7.95 


_Made ty America’s Largest Shoemakers 


VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE CO., ST. LOUIS 3, MO. 











Chilton Company (Inc.), 
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.. . the ones, we mean, in the three 
nationally advertised Holland-Racine lines! Into 
Pace-Setters, Nu-Matics, and Doctors, H-R has built a 
whole raft of features that help you make more and 
more profitable sales of these quality shoe lines. 


Keep your eye peeled on this page for the 


about these important sales builders! 


Independence Is A 


THE INDEPENDENT SHOE MERCHANT 









































place a high value on their inde- . 
pendence and so do we. Seeing eye @®eeeseeoeeeeeaeeeaeseeseeeseeesneeesnenenees 
independence, we -seek at all times ie 
to strengthen it, never to compete ibe 
Three comprehensive, Nationally Advertised lines — and as the ads say: sold only 
independent dealers who are professional hands at shoe fitting; double assurance 


Holland-Racine Dealers 

to eye on the importance of this 

with it, through company stores. PRODUCTS OF PRIVATE ENTERPRISE — FOR INDEPENDENT DEALERS ONLY... 
customer satisfaction. 


HOLLAND 


HOLLAND-RACINE SHOES, INC. MICHIGAN 
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STYLE STORY OF THE YEAR 


Neoprene 





Crepe Soles 


for casual, campus and sport wear 


Neoprene crepe soles offer the shoe stylist 
and manufacturer a golden opportunity to cre- 
ate fast-selling styles in casual, campus and 
sport shoes. And dealers, too, will welcome the 
sales features of this new, tough, durable neo- 
prene crepe sole. 


Neoprene crepe was developed by Du Pont 
specifically for use in shoe soles. Soles made 
from it have the appearance, springiness and 
good wearing qualities of top grade rubber 
crepe. But, in addition, they have performance 
qualities never before obtainable. Neoprene 
crepe soles resist spreading and curling in sum- 
mer heat; they’re highly resistant to oil and 
grease; they mimimize grit “‘pick-up’”’ because 
they won’t become sticky in the hottest weather. 
They are attached by standard methods and 
can be made in a variety of bright colors and 
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in any practical thickness. They offer new op 
portunities for creative styling. 

Your sole manufacturer is familiar with neo- 
prene crepe. Ask him about neoprene crepe 
soles or write us for more information. E. I. 
du Pont de Nemours & Co. (Inc.), Rubber 
Chemicals Division, Wilmington 98, Del. 


qu PON 
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BETTER THINGS FOR BETTER LIVING 
--- THROUGH CHEMISTRY 





A Brand is only as 
good as the product that 
bears its name... 


It is a well known fact that Americans recognize the protection afforded 
through buying “brand” merchandise. But they also realize that all 
brands do not have equal merit. 

From American Oak's 65 years of continual scientific advancement and 
experience in the art of tanning have come four famous brands that are 
found only on sole leathers of the finest quality. 


ROCK OAK — a heavyweight, long-wearing leather for men’s day- 
time-wear shoes. 
AM-O-FLEX — a lighter weight, flexible leather for men’s dress 
(men’s) shoes. 
AM-O-FLEX — a smooth grained, flexible, easily worked leather of 
(women’s) attractive color and finish for women’s lightweight shoes. 


ROCKROME — a practically waterproof, extra-long wearing chrome 
retan leather for children’s school and play shoes. 


AM-O-KROME—a new American Oak chrome retan for women’s and 
children’s shoes. Light-weighing, flexible, long-wearing, 
attractive in color and finish. 


Remember, an American Oak sole makes ay shoe a better shoe. 


| i) THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI CHICAGO 


ST. LOUIS BOSTON 
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... Steady Seitasee~enetadlile business, when 
you specialize in Walk-Overs. They satisfy 
all the demands of your fussy customers 

who want high-style without sacri- 


ficing comfort and fit. 


Have you seen 


See ae 


our line lately? 


Walk-Over prices $12.95—$15.95 


@ Geo. E. Keith Company, Sania kton 63, Mass. e New York Sales Rooms, Marbridge Building —822 and 906 
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How our membership in the 
Audit Bureau of Circulations gives 


constant protection to the advertising 





HE Audit Bureau of Circula- 

tions, organized in 1914; is 
a cooperative and nonprofit associ- 
ation of more than 2800 publish- 
ers, advertisers and advertising 
agencies in the United States and 
Canada. Working together, these 
buyers and sellers of advertising 


space have established definite 


standards for measuring and uni- 
form methods for auditing the 
circulation of periodicals and 
newspapers. Only publications 
with paid circulation are eligible 
for membership in the A.B.C. 

. The Bureau has a staff of experi- 
enced circulation auditors who 
make an annual audit of the circu- 
lations records of each publisher 
member. Based on these audits 


the Bureau issues A.B.C. reports 
which tell how much circulation 
a publication has, how much sub- 
scribers pay, how the circulation 
was obtained, where it goes and 
many other facts essential to the 
sound investment of advertising 
money. Of special importanc: to 
business paper advertisers is an 
occupational or business break- 
down of the paid subscribers. This 
tells you how much of the total 
circulation represents a logical 
audience for your advertising and 











~~ 


a market for your merchandise. 
In addition to the annual Audit 
Reports, the Bureau issues semi- 
annual Publisher’s Statements. 


Guesswork and waste are 
avoided when you select advertis- 
ing media on the basis of factual 
information. Always make A.B.C. 
reports your starting point when 
you buy advertising space. 

This business paper is a mem- 
ber of A.B.C. Ask for a copy of our 
A.B.C. report and then study it. 


~ » » 


SEND THE RIGHT MESSAGE 
TO THE RIGHT PEOPLE 


Paid subscriptions ane sepa, 98. 
fined by A.B.C. B.C sandards, indicate 
reader audience that ies cueaiaen ® 


lication’s editorial a With the 
re of — thus OEeieed, it be- 
comes possible to reach s 
groups effectively with are 
vertising appeals. 
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ABG = AUDIT BUREAU OF CIRCULATIONS = Facts as the Basic Yardstick of Advertising Value 
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PROUDLY PRESENTS 


A BRAND 
NEW LINE 


FROM OUR OWN 
BRAND NEW FACTORY 


Designs Exclusively Ours... 
With Finer Workmanship .. . 
Outstanding Quality 


Facts, not fancies, make sales today! And 
all the facts are in your favor when you 
feature these new, youthful, smartly 
styled fashions by GOLO of Dunmore. 


Their quality is built-in—for they include 
every fine shoe feature from their superb 
outer soles, cut from the bend of the hide 
and water-repellent treated for longest 
wear, to No. | quality grain welting and 
sales-proven last! II styles, too, with a 
wide variety of colors that enable you to 
offer as many as 30 different shoes. As 
for eye-appeal --“seeing is wanting” with 
these new GOLO of Dunmore creations. All 
this to retail for about $6.95. For extra- 
profit and extra - customer- satisfaction, 
order today. 


4 


; Retail for about 
Chaunnelled, \ Z 
pa flexible - ( “ & 


insoles. Finest 


\ money can buy. 
GOLO OF DUNMORE Outsoles 
No. 1 quality, cut 


from the bend of 
the hide. Treated 
by the tested 





GOLO OF DUNMORE Heels 


Made of Jenkins- - 
boord — tough, 





4 long-fibre, woter- 
' aa Golo OF DUNMORE 
y nailing lift and Division of Golo Footwear Corp. 


compressed 


LOOK Like Twice their Cost... 
WEAR as Well as They Look!... 


leather toplift Factory: Golo Park, Dunmore, Pa. 


moke for c sturdier, lorg-venrina heel Sales Office: 129 Duane St., N.Y.13, N.Y. 
assembly. 
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They just can’t take it! 
Genuine reptiles are usually bark- 


tanned and are quickly and perma- 


nently discelered by steam. 


\ 


De mot attempt te steam-seolten 
thermoplastic bex tees in rep- 
tile uppers. Get veer Beckwith 
agent’s recommendatien in 
advance of cutting uppers. 
Depending upon which prac- 
tlee your conditions best faver, 
he can either supply yeu with 
dary heaters or arrange fer your 
temporary use of canned pre- 
>? selvent bex tees which 
require ne selvent wet- 


ting at pulling-over, 
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In stock ... and ready to go : 
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STETSON GOLF suoeEs 





Once again these favorite quality golf shoes are 
back in our in-stock department for immediate shipments 
in quantity. Moisture-proof brown veal uppers. Re- 
movable spikes. Order style No. 1261. The Stetson Shoe 
Company Inc., South Weymouth 90, Mass. 


shoes by STETSON 


MORE BY THE PAIR... LESS BY THE YEAR Post, May 24, tells 5,000,000 able-to-buy men: 
“You look better, feel better, 


play better in Stetsons.” 
July 5, 1947 , ? 


Stetson advertisement in Saturday Evening 
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How to Combine Toe Style and Toe Comfort 


For toe freedom—like walking on clouds—use Celastic box toe 
material. There's a three-in-one union of box toe doubler and 
lining—that keeps linings sag-free, wrinkle-free. - 
Keep toe styles smart—use Celastic to reproduce accurately the toe lines of the last. 


Both toe comfort and style are a step ahead with Celastic. 





UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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best advertising. Yet awnings 
or canvas strips give little 
protection against reflected light. 


NO PROTECTION results in 
sunburned goods and heavy 
display losses. Such display is 
too costly, eats into your profits. 


S*2 BESS SSSSSSSBSSLABAEAA&A*AS 


ad x $ 4 
Py 
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FIR 
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> 3 needless fading, yet give shoppers 
complete visibility at all times. 
A wise investment for lower 
display costs, and more sales! 


A 
SUN PROTECTION PLUS VISIBILITY 
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4; 501 W. FIGUEROA ST. % LOS ANGELES 12, CALIF. & TRinity 6851 
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MERCHANDISE 
MANAGER 


No more hidden windows 


nor sunburned goods 
YOU profit two ways by installing Transparent 
Shades. 1—They save money by stopping “sunburn 
sales” or complete losses . . . let you safely 
display even delicate colors. 2—Transparent 
Shades make money by keeping your display 
windows attractively visible on brightest days. 
What's more, they are easily operated from 
inside your store . . . long lasting.. economical. 
Merchants everywhere are profiting by using 
Transparent Shades—over a million. Better check 
into them for your store, too. Just mail the coupon 
or write for a free illustrated brochure, today. 


1; ]RANSPARENT 

4?! SHADE CO. 
Address all correspondence to P.O. Box 2135, 
Dept.8S 7, Terminal Annex, los Angeles 54, Calif. 


«SS SBSRSERERER SER EER EERE EH & «+ + SHEERS SR EER ERE RE EES 











Transparent Shade Co., P.O. Box 2135, B37 , 
Termiaai Annex, rr ena 141 , 
Yes, send without obligation your ilstrated brechare “Sua ; 
Protection plus through ~ pay AOS y 
increase sales. ” : 

s 

Name Position ; 
Adoress ; 
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is the leather that sells your shoes 


of the rugged types favored for Fall 


Forecasts say that shoes like this are the big news 
of the coming season. The keynote is bold 
detail, such as extension soles and heels. 

And Cretan Calf fits right into this picture. 

Its smooth but unglazed finish — full, plump 
“body” — and rich, warm colors lend added 
appeal to your he-man shoes. There's healthful 
comfort, too, in this famous vegetable tannage — 
pliable softness at the first wearing, and : 
even after repeated wetting and drying. 


Shoe sales come easier when you talk Gallun 
vegetable tannages. Satisfaction brings customers 
back again and again for profitable repeat 
business. So be sure to include the Gallun 
numbers in your orders to leading manufacturers. 
A. F. Gallun and Sons Corp., Tanners, 
Milwaukee, Wisconsin 


figs, 
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DENISE 
Flexible Construction 
Biack or Brown Suede, also 
Red, Black or Brown Genvine 
Lizard, Black or Brown Lizard 
and Suede Combination 





EUGENIE 


' (Compo) 
Black or Brown Suede 


EMILIE 
Hollywood Construction 
Black or Brown Suede 





ENCHANTE 
Holly wood Construction 
Black or Brown Suede 


The lengthening skirt will focus 
increased attention on Fall shoe styling. 


Nationally Advertised 


Talore Jred Sal Ve A Sopa 
FRENCH MODERNS , FRENCH MODERNS 


with this improved quality, expert 


craftsmanship and advanced Most styles about $6.95 
design, are styled to draw 


Fall business continuously . Monufactured ond Distributed by 


into your store. D. MYERS & SONS, Inc. 


BALTIMORE 18, MD. 
ESTABLISHED 1910 


Show Rooms: Beston «= St. Lovis « Dalles « Charlotte + Pittsburgh 
Minneepolis « Havenc, Cuba « Sen Jven, Puerto Rico 
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NEOLITE SOLES 











WILL GIVE YOUR 


The Plus Values of NEOLITE can give your shoes a sales 
advantage ... lead to Bigger Sales. . . Better Profits! 


eS. EXTRA sets up a line . . . gives you greater sales 
advantage in competition. And you can count on NEOLITE 
to give every pair of shoes in your fall line extra sales appeal! 


Look at these advantages: 


Extra Wear! NEOLITE—the absolutely different sole mate- 
rial that’s not rubber, leather, plastic nor fabric—far 
outwears the finest leather! 


Extra Comfort! NEOLITE Soles need no breaking-in (25 
steps will prove it to anyone). Yet NEOLITE Soles give 
plenty of firm support to the feet! 


Extra Protection! NEOLITE Soles are compietely water- 
proof—non-skid, wet or dry, and help your fine shoes 
stay trim, new-looking a lot longer! 


Extra Sales! These big extras mean more business for you! 
Today 20 million people are wearing, enjoying and com- 
* ing back for more of these wonderful NEOLITE Soles. 





Tomorrow, more customers will be coming to you for shoes 
with NEOLITE Soles because the demand is growing every 
day. Colorful ads in Life, Parents’, Vogue, Harpee’s Bazaar 
and The New Yorker tell millions to look for the name 
NEOLITE when they buy shoes. Every week 400 radio an- 
nouncements sell the plus features of amazing NEOLITE to 
a mass audience of your customers! 


GOODFYEAR 
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FALL LINE A LIFT? — 














MARK THESE ADVANTAGES: < 
MARK THIS 
ur 4. @! Needs no breaking-in. 25 steps Does not mark floors. 
Only genuine prove it. Forms a firm platform for foot. 

vu! y*- WNEOLITE Soles Far outwears leather—yet light Nenchid..wet or dev. 
= “4 <powirneomanagy wire. eee Mest consfartilite ches osls 

“NEOLITE” Completely waterproof. ever made. 

SEOUTE T. H.——THE GOOOYEAS THRE & SUBEER COMPenY Insulates against heat = cold. Nationally advertised —radio 

as Helps keep the shoe in shape. and magazines. 
Ty 
.ar 
me 
an- 
to : 





SOLES - HEELS « LIFTS 
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* Genuine Goodyear Welts 
* Styles for boys and girls 


* Infants, children's, misses, grow- 
ing girls 


¢ Widths A to E 
* Retail franchises still available 


* Write or wire your nearest dis- 
tributor 


Brown Elk Ghillie Oxford, sizes 8'/2 to 
12, 12/2 to 3. B, C and D widths. 


Side Laced Oxford in Brown Elk. 
Sizes 12/4 to 3. B, C and D widths. 


a 


The Fastest Growing 
Line of Children’s 
Shoes in America 


HY-QUALITY SHOE CO. WEST COAST SHOE CO. 




















There are five smart shades of brown, three each of handsome blues, 


gorgeous greens and glowing reds, and other colors, too, in gleaming Colonial Patent. They’re 
the right browns, blues, greens and reds for fashion right accessories. And they’re available 
in the finest, most pliant, easiest to work patent leather obtainable . . . Colonial Patent. 


Write today for samples. COLONIAL TANNING COMPANY, INC. 
Beston II, Massachusetts 














PINE =, 
wakes tall! 
TREE 


F.. rugged camping . . or lazy leisure; for knockabout use . . for sports, for pleasure .. PINE TREE 








makes, the ideal footwear . . and makes it and styles it as only the PENE TREE kack and know-how 





can produce! . . Each type, as expertly crafted as the nationally famed PINE TREE moccasin, is finest 


quality throughout . »and sells as easily and as surely as every handsome piece of PINE TREE footwear 
you have handled! 







Men's and Women’s 
in Tan Elk 
Crepe r Leather Se les 





Men's, in Brown Combo, 
Flannel lined 


WRITE FOR yy) 


a) SS ode) Re) Ca 


Men’s and Women’s 


in various colors 

















Men's and Women’s 


in various colors 











Men's and Wos. Horweens 
Full Grain Waterproof 
2's 


Men's and Boy's 
les 


in various colors 








Men's, Wos. and Boy's 


in various colors 


“Why not sell ‘em all? J 
HAMMOND MOCCASINS, xc. Qe 


BANGOR, MAINE 
Established 1928 





Men's, Wos., Boy's—Brown Elk, 
Rubber or Leather Soles & Heels 


Nationally Advertised in ESQUIRE and GLAMOUR 





Good shoe styling benefits from the struc- 
A\ (ood f) ° tural support of a well-fitted shank. You can 
WY ot A depend on Vita-Tempered Shanks and 
United's expert fitting service to assure you 
Proorwes of the right shank, the right fit and a 
a Well Fitted Shank continuing supply of strong, 
“uniform shanks. 


VITA-TEMPERED STEEL SHANKS 


Are tough, hoard, uniform @ Fit like master models 
© Clean, ready to use @ Preserve balanced treed cS 


ome 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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No, he isn't afraid of his wife! There are 
hundreds of this species of customer who 


) the NEW LINE take their shoes off for just plain foot 
relief. What he’s looking for is a pair 


of the really comfortable Ward Hill 
Shoes. 











Yes, survey after survey shows that fit and 
feel rank tops in the appeal of men’s shoes. So, with smart styling plus 
good, honest shoemaking, this new line is a natural to go places. 


Look at this profit-making 3-way sales program: 

1. AN HONEST SHOE! Planned for comfort . . . that’s Ward Hill! 
Plus honest shoemaking and great good looks styled by 
William Leon Knipe. Made by a manufacturer for over 60 
years famous for fine shoes. 


2. NATIONALLY ADVERTISED! Ward Hill takes a man’s problem 
of fit and feel to heart. Shows him the hows and whys of com- 


fort. 


3. CONSUMER EDUCATION! Ward Hill Shoes are out to help you 
get more satisfied customers through better fit . . . devoting 
thousands of precious dollars to get each of your customers 
to accept the shoe dealer’s judgment — your judgment — 
and no longer insist on buying the wrong style shoe for his 
type foot. Linertnaot 

“ we va we 

ire 
Pie E> |" 


WARD WILL SHOES are sold through a very limited number of care- 


fully selected dealers. For more about this new branded line, ou! No. 6671 

Ward Hill Shoes, write to Knipe Bros., Inc., Ward Hill, Mass. nd - on the Baron lest 
6 

KNIPE BROS... INC. . WARD HILL, MASSACHUSETTS 
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The intertor of this shoe store 
is placed on full display by the 


en T celale eS ag ab : 
that say a 


1! Come In 
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MODERN KAWNEER DOORS l\ | a LSS 

OFFER YOUR CUSTOMERS 
A FRIENDLY INVITATION 
TO ENTER AND SHOP 
Visit our Exhibit at the 
° STORE MODERNIZATION SHOW, 


Grand Central Palace, New York fi 
JULY 7th TO JULY 12th 








== 
The handsome Free Standing Entrance - 
of this jewelry store acts as a vis- _= oad 
val magnet for shoppers because it ; ir 
is completely surrounded with glass. ~~ ; 
' = 


| || 
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The Free Standing Double Doors 
of this bokery cttract the eyes 
of passers-by becouse the entire 
front was designed cround them 


Tee BAL 


: o« | See SLE BEY 1: é 
The Fenyo, Catty Potty, and Greg- 
ory stores were designed by 
Ketchum, Gina, and Sharp, Archi- 
tects, New York City. The Bokeshop 
was designed by the Kawneer Co. 


PROMPT SHIPMENT OF STOCK UNITS! 


You are offered your choice of four distinctive 
styles of entrances by the new Kawneer Line. The 
popular Narrow Line styles are carried in stock sizes 
and are shipped immediately as complete units. 

Modern Kawneer Entrances bring maximum dis- 
play of the interior—calong with the many advan- 
tages of metal-glass construction. 

The close, precision-fit between doors and jambs 
protects interiors against drafts, dust, soot and rain. 
It also helps prevent the escape of cooled air in 
the summer and warmed air in the winter. 

Kawneer doors operate smoothly and easily. 












traffic of this men's store, two Full 
Vision Double Doors ore pioced in 
© prominent, eye-catching location. 
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Single-acting or double-acting types cre now avail- 
able with overhead or floor checks. 

All doors and frames are inside-welded for long- 
service rigidity and for uniform finish 

Write today for Kawneer's new 24-page book 
of modern store front designs and ideas. The 
Kawneer Company, 758 North Front St., Niles, Mich. 


Kawneer 


SALES-BUILDING 
STORE-FRONTS 


a "Ee 
\ 
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MILLER & SONS, INC. 
ISLAND CITY.ALY. 
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Gye sghe 


VENUS heralds a bright, new 
slipper season with crisp plaids 










in candy stick colors in rich 
rayon taffeta. The jaunty bows 
give these basic styles exactly 
the eye appeal that makes in- 


stant sales. 







No. 2450 


Red and Royal Blue 
Pink rayon lining 
Ladies—4 to ? 
Misses—I!I! to 3 


DELIVERY: 30 TO 60 DAYS 
To Retail Profitably at $2.49 
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ERCHANDISING 
POLICY 

















For further particulars, address 


Sundial 
SHOE COMPANY 


MANCHESTER, NEW HAMPSHIRE 
DIVISION OF INTERNATIONAL SHOE COMPANY 
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AIM STRAIGHT... 


at her HEART, 


her FOOT and 





her POCKETBOOK 


@ it's a three-way sales arrow when you sell her Miller 


Orthopedic shoes. 


@ Aim at her heart and her mind is made up quickly. 





@ Aim at her foot and comfort clinches your selling story. 





@ Aim at her pocketbook and presto! the value story 


unfolds itself. 


Miller Orthopedic shoes are staple merchandise 


whose value is always equal to your investment. 


THE MILLER SHOE COMPANY 
4015 Cherry Street ¢ Cincinnati 23, Ohio 


NEW YORK OFFICE 
656 Marbridge Bldg. 


CHICAGO, ILL 
1208 Republic Bldg. 


Also, West Coast Rep. 


ORTHOPEDIC DIRECTION OF ALBERT E. KLINKICHT 
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When you sell shoes and Miller Trees to keep footwear smart 
and shipshape, there’s a DOUBLE PROFIT in /ess than double the sell- 
MILLER ADJUSTABLE PACK FLAT TREE ing time. Why ? Because the customer need be fitted only once—for the shoes. 
The trees adjust quickly, easily for both length and width, one tree size 

fits several shoe sizes and widths. The forepart of a Miller is modeled like 

a shoe last... bottom is cut out to allow for metatarsal. Result: a 

superior fitting tree. Write for complete information about this highly 


serviceable product that every shoe can use. 


0. A. Miller Treeing Machine Co., Plymouth, New Hampshire 
, Branch of United Shoe Machinery Corporation 
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8 WONDERFUL WAYS —e 

TO RING UP SALES —=S= 

oll $450 net. Juty delivery = = 

= 

1—Black, Brown. Wine, Grey and 2—Black, Brown, Bottle Green "' — 
Bottle Green suede Blue, Wine and Grey Suede < - af 

= “ 
3—Black, B Grey de, = < = 
Black satent a Also obtain. ee ee ie ow. —— 
able in cuban heel — Black suede, made with cuban heel, in Bleck = > 
Black patent een ? . — 








5——High heel in Black suede, Black 6—Black and Brown suede, Green 

patent leather Cuban heel in Black, Brown calf, Black patent 

Black suede, Black patent leather, leather. Also with cuban hee! 
Black and Brown calf Black and Brown suede 








% | 








ALL WITH MATCHING 
LEATHER PLATFORMS 
N and M Widths 











— 8&—Black, Brown, Wine and Bottle 
——> 7—Black and Brown suede, Black Green suede. Also comes with 


a cuban heel—Black and Brown 
=> petent leather aaa. 


lester pincus shoe corp. | 


13) DUANE ST, NEW YORK 13.N. Y © CHICAGO: 189 WEST MADISON ST. © ST. LOUIS. 1405 WASHINGTON AVE * LOS ANGELES ROOM 710. HAAS BLDG. | | | 
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Smart Man... het making Philadelphia fikl 


Up and down the eastern seaboard footwear buyers are making Philadelphia First on 
their buying trips. They like the way we do business here in Philly. They have dis- 
covered, as you will too, that no other shoe market along the eastern seaboard offers 
as many buying advantages as the Philadelphia market. On your next buying trip. 


. . . Make Philadelphia First! 





FROM EVERY ANGLE... PHILADELPHIA IS FIRST IN FOOTWEAR 


1. 
2. 
3. 
4. 
5. 


Lower freight rates to most points 
Greater number of “good” houses 
Most centralized market on East coast 
All houses located on one street 


2 ONO 


Close to all major train terminals 10. 


Close to famous hotels and restaurants 
Cordial and friendly atmosphere 
Faster and better service 

Complete price range and selection 
Close to manufacturing resources 


PHILADELPHIA SHOE WHOLESALERS’ ASSOCIATION 
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THERE’S NO SUBSTITUTE FOR 


RESULTS! 


And Results In Fitting Metatarsal Arch Supports Depend 
Entirely On SCIENTIFIC DESIGN! One Reason Why 


D’ Scholls 


Are The Largest Selling Arch Supports 
In The World! 








Every time you fit a pair of. 
Dr. Scholl’s Arch Supports 
—whether for a Metatarsal 
or other type of arch con- 
dition—you can depend 
upon their giving the cus- 
tomer satisfaction. 


) style Ne. 1. With flange 
and Metatarsal eleva- 

y tion where there is a 
weakness in the Longi- 

tudinal Arch as well as 

in the Metatarsal Arch. 





You may be sure that you 
have given your customer 
what it takes to make him 
foot-happy—an Arch Sup- 
port that was personally de- 
si and perfected by one 
of the foremost living 
authorities on deformities 
and diseases of the feet- 
Wm. M. Scholl, M.D. 


STYLE No. 2. Made with- 

n out the inside flange but 

hasa distinct Metatarsal 

elevation and is recom- 

" mended when the Longi- 

, tudinal Arch requires 
but slight elevation. 





STYLE No. 3. The Meta- 
tarsal support extends 
forward to give support 
to the third, fourth and 
fifth Metatarsal area as 
is indicated in difficult 
cases of cramps and pain 


You can depend on that 
name stamped on the ap- 
pliance to inspire confidence 
in your customer—40 years 
of national advertising and 
keeping faith with the pub- 


lic has made “Dr. Scholl’s”’ in region of fourth Meta- 
a symbol of the best in foot —_, known as Mor- 
ton’s Toe. 


relief to all America. That 
name is as significant of un- 
questioned quality as 
“sterling’’ stamped on a 
piece of silver. 


STYLE No. 5. Same pat- 
tern as style No. 3, ex- 
cept that it has no flange, 
and especially recom- 
mended for easing of 
Morton's Toe and where 
only slight elevation of 
the Longitudinal Arch 
is required. 


At the right are four styles 
of Dr. Scholl’s Metatarsal 
Arch Supports. If you do 
not have them in stock, by 
all means order at once. 





SIZES:—~Misses’ 13, 1, 2, Wide and Neorrow [in Styles No. 1 and 
2 only}—Women's 3, 4, 5, 6, 7, 8, 9, 10, Wide and Narrow. 


ORDER TODAY panty b+ pnd Sete, +a ORDER TODAY 


THE SCHOLL MFG.. CO. Inc., 213 West Schiller St., Chicago 10 - 62 West 14th St., New York 11 
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She's America’s smart young 
business girl who knows 
the value of a good ee 
appearance on or io. 
off the job. That’s 
why she looks to Charm 
for authentic fashion 





guidance . . ..and in 
her up-to-the-minute wardrobe, cn 
shoes are a major item. ¥ ‘e 
That’s why she... : 
and the millions of , 
BGs* like her . . . are your 
largest, most loyal market, 





a market in the millions! 





* Business Girl 


follow her footsteps... 


for they lead to 
a Market in the Millions 


aa es Tell her...sell her...through the pages of her favorite magazine: 


Susie, the BC, 
knows how to choose 
the smartest shoes 


MORE THAN HALF A MILLION BUSINESS GIRLS 
BUY CHARM EVERY MONTH the magazine for the business girl 
a Street and Smith Publication 
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Now that vacation time has really started, 
the retailer should be thinking of that day, 
some ten weeks away, when the school bell 
rings again to signal the start of his profit- 
able back-to-school business. This year, let 
these fine healthful Bata Shoes make it a 










450 — Brown 
hoa more profitable one for you. 






scHooL IN BETTER sHoES 


» BATA... 


GROWING GIRLS’ CAMPUS STYLES 





@ They're oll leother with bound or folded edges — 
Oxfords ore bor stitched. 

@ They all hove Molded Brown, Black or White Rub 

{ ber Soles permanently offixed by Littleway Lock- 

stitch. 













They're all priced to retoil profitably in the Grow 
ing Girls’ volume bracket. 











TOMBOY 
400 - Brown 
600 — Block 
100 White 







430 Brow 


630 Black 
; 1130 White with Brow 


ror 


HAVE YOU MET YOUR BATA REGIONAL REPRESENTATIVE? 


HAROLD FREIDIN SAM G. SOLOMON 
uw 445 Broodway 89 W. Modison St 
” Ne York hiceo 


BROWN 


Mm 


BATA SHOE COMPANY, INC. 


BELCAM’P MARYLAND 
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A HABIT TO JOE... 














... YET BOTH WANT THE SECURITY 
your P.S. Plan Provides 


HAVE YOU told all your new or recently hired employees about the benefits 
of the Payroll Savings Plan for the regular purchase of U.S. Savings Bonds? 
Wage earners, according to a recent nation-wide survey, want security 
more than anything else. They prefer security to big pay, soft jobs, au- 
thority, “success.” 

There is no surer way to this peace of mind than systematic savings. And 
what surer, safer, better means can your employees find than payroll allot- 
ments for U. S. Savings Bonds? Bonds that return $4 at maturity for every 
$3 they invest! 

Your active ‘support of the Payroll Savings Plan is an investment in 
employee contentment, in the citizenship of your community, and in the 
security of America’s future. This is practical “employee relations” of the 
highest type and pays dividends of satisfaction to everyone. 

Start a drive today for larger participation in the plan. Many employees 
may be unfamiliar with its advantages. If you want literature for distribu- 
tion, contact your State Director of the Treasury Department's Savings 
Bonds Division. 








New 
Savings Bonds Plan 
won't affect the 
PS.P. 


Tue Treasury Depart- 
ment and the banks of Amer- 
ica are making it possible for 
farmers, doctors, and other 
self-employed people to par- 
ticipate in “automatic” Bond 
buying by special arrange- 
ment with their banks. This 
extension of the Savings 
Bonds program is not a partial 
payment plan and is intended 
only for people who are not 
in a position to take advantage 
of the Payroll Savings Plan. 


“NEW IDEA” TO HIS NEPHEW. 











The Treasury Department acknowledges with appreciation the publication of this message 
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This is an official U.S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council. 
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WEL whéf 


MORE AND MORE FAR-SIGHTED MANUFACTURERS 





Yes! The switch is on. In full swing as more and more monufoc- 
turers see for themselves .. . learn for themselves . . . the un- 
matched advantages of the new Pontasote. 


No matter what coated fabric or unsupported film they've been 
using, they now know that the new Pantasote is ““tops”’ in beouty— 
‘tops’ in its soft, supple ‘“hand’’. It’s extra easy-fo-tailor! 


SEE FOR YOURSELF! See the out-of-this-world colors and grain- 


ings of the new Pantasote. Feel it! Twist it. Turn it. Amazingly 
THE NEW PANTASOTE TAG ft and ' 
supplied without charge supple! 





TRY IT! On your own product. Prove to yourself that never betore 
has there been a film or fabric like this. Specify Pantasote from 
now on... and watch your sales curve rise and your profits go up! 


FREE! Write today for free swatches and complete information on 
the great new Pantasote. If you use unsupported film ask for 
Pantasote’s Pantex. If you use coated fabric, ask for Pantasote’s 
Wynsote. Both ore made of virgin vinyl . . . no scraps ever used! 


THE PANTASOTE CORP OF N. J. 


444 MADISON AVENUE NEW YORK 22, N. Y. 
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Select the Cement 


That meets the need 


Results satisfy — when you use a cement that is specifically 
made for the specific work to be done. Take Lip Cementing 
for example. Here Be Be Tex 705 dries quickly yet holds its 
tack, provides superior strength when set and works well on 
firm, close grain and heavy weight insoles. 

Although each of the many United cements is made for a 
particular operation, some are very satisfactory for more than 
one need. Your United representative can assist you in making 
efficient selections and will provide you with demonstration 


samples of any adhesive. 


Cements for General Shoemaking Operations 


BeBe Bond---BeBe Tex 


SOLVENT TYPES LATEX TYPES 
Products of 8B B Chemical Co., Cambridge, Mass. 








You will find the 
cement that fits the 
task in “UAC Ad- 
hesives”, a handy 
reference booklet 
describing over 
ninety shoe factory 


UNITED SHOE MACHINERY CORPORATION adhesives. 
Boston, Massachusetts 
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Jarman Shoe Company 
Division of General Shoe Corporation 
Nashville, Tennessee 


Wish tom a 


‘a Merry 
Christmas 


With Jarmans Gold Shoe Horn Gi| 





Jarman makes it easy for you 
to have beautiful, sales building windows! 


»> How to obtain custom-quality, customer-making window displays of individual 
distinction at a price you can afford to pay? That's one of the most vital problems 
independent shoe retailers must now face. But fortunately for Jarman dealers, it's 

a problem they won't have to solve. For Jarman has the solution for you. Here, 
available now, are the finest, most outstandingly-individualistic displays ever offered 
the independent merchant. And at mass production prices. Proved traffic-stoppers, tested 
sales-makers, they give your store the “face of prosperity” plus the profits to back it 
up. Can you afford them? Dealers have told us they can't afford to be without them. 
Pictured above, Jarman’s “Special Ramp Set” including two frosted oak ramps covered 
with embossed “Facil-Fab,” a matching frame and five panels—more than enough to 
give you fresh, new windows throughout the entire season. @ For full details, 


contact your Jarman salesman and invest in this “customer insurance” today. 
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Caquirt 


INE FOR MEN 


THE BUCCANEER 


Style #547 Swashbuckling WALL 
LAST Blucher made of genuine 
Kip Leather with triple sole that 
features an all-leather outersole. 
Brass eyelets and a contoured 
toe featuring a medallion tip 
“step-up” the style punch of this 
strictly He-Man fashion. 


5 per pair 


In the face of rising prices, STURDILINE is a bulwark for main- 
taining low prices and, in addition, increasing value. Despite 
our maintained-$5.50-price, here’s what STURDILINE has 
done with Buccaneer: 


has added 


triple soles, including a leather outersole 

crafted on new, improved patterns 

bettered STURDILINE’S past high-standard work- 

manship 

styled and detailed a shoe that will be a runaway 

best-seller in any men’s shoe department. 2 


“Spark” your department to record-volume 
with Buccaneer. Other styles as previously 
advertised are IN-STOCK for immediate de- 
livery. Remember, all STURDILINES are Genu- 
ine Goodyear Welts. And you can always 
SIZE-IN with STURDILINE—weekly or daily. 


Write your nearest distributor 

ACME SHOE CO., INC., 168 Lincoln Street, Boston 11, Mass. 
DUANE SHOE CO, 147 Duane Street, New York City 
ROYAL SHOE CO., 522 Ibberville Street, New Orleans, La, 
LYONS BROS.. 11 North Fourth St., Phila 6, Pa. 
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UNITED SHOE MACHINERY CORPORATION, Boston, bond 


in Ve 
e é 


= . . e Pi 








THE FLORSHEIM SHOE COMPANY « CHICAGO « MAKERS OF FINE SHOES FOR MEN AND WOMEN 
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asi singin newsreel 


by EUGENE J. HARDY 








Out of Hungary, via the State Department, comes news of an innovation 
in shoe construction which has intrigued designers for years. This development 
is a shoe with an aluminum sole and base to which any number of changeable 
uppers can be fixed. Using aluminum for the bottoms produces lighter and more 
wear-resistant footwear, according to the inventor holding the patents. The 
added durability, it is claimed, will result in the saving of leather which is 
critically short in many parts of Europe. 


The essence of the invention, says the description forwarded by the 
American Legation in Budapest, is that the shoe is formed of two entirely 
separate parts, the bottom and upper parts. The bottom part is made of aluminum 
or any other kind of a convenient material (cork, wood, etc.,) on which a 
leather or textile upper is fixed, the latter being attached to the aluminum 


plate. 


















































Called "Homoped" shoes, it is reported that they can be produced most 
economically and that any number and any style upper can be attached within a 
few seconds. 


The inventor has applied for patents in all principal countries, and 
prior to the Communist coup in Hungary, representatives had planned a trip to 
the United States to set up sales arrangements here. 


Production was reported to have begun in May and orders were supposed 
to have been on hand for 7,200,000 pairs to be distributed as follows: Hungary, 
200,000; Yugoslavia, 1,000,000; and U.S.S.R., 6,000,000. These figures should 
be taken with a grain of salt, however. 


Summarizing the "facts", the inventor claims the following as the main 
advantages of this multi-shoe: extreme durability; lightness; medical and 
hygenic fitness; low price of production and material; Changeable upper; ability 


to finish the upper in any color; and adaptability to any fashion. 


* *+ & 


Shoe factories are more than reasonably safe places in which to work, 
according to the latest report of the Bureau of Labor Statistics on injury 
frequency rates in manufacturing industries. During the first quarter of 1947 
there were only 10.4 disabling injuries for every million employee—hours worked 
in the shoe industry, as compared with an average of 16 injuries for manufactur— 
ing industries as a whole. The shoe industry first quarter record is better 
than the 1946 annual frequency rate when there were 11.5 disabling injuries for 
every million employee—hours worked. 

In the leather industry the first quarter 1947 record was not as good, 
with 34.4 disabling injuries for every million employee-hours worked, as com- 
pared with 29.8 during 1946. 
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April sales of clothing and shoe wholesalers totaled $151,000,000, an 
increase of 9 per cent from April a year ago, reports the Dept. of Commerce. 
This is in contrast with sales increases of 25 per cent in March as compared with 
March 1946, and gains of 50 per cent each month from November through February as 


compared with the same months a year earlier. 
oo. @ 


Japanese leather products are among the list of items for which com 
mercial interests may make export arrangements beginning August 15. 
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GERDA 


Galuwres in Rich Black Suede 
(Re July Delivery 


6312—Envelope Oxford. 
Arrabuk Platform. 
Sizes 49 M Widths 


6314—T Strap, Roller Side 
Buckles. Arrabuk Platform. 
Sizes +9 M Widths 


6315—Sandal—Roller 
Side Buckle. Arrabuk 
Platform. 

Sizes 4-9 M Widths 


6215—High Wedge San- 
dal. Suede Covered Heel. 
Sizes 49 M Widths 
Also in Patent Leather 


6321—Step-in, Lieutenant 
Bor, Jester Pump. 
Arrabuk Platform. 

Sizes 49 M Widths 


$2.45 


6216—Criss-Cross Sandal. 
High Wedge Suede Cov- 
ered Heel. 

Sizes 49 M Widths 
Also in Patent Leother 


$2.85 


Casual sales carry right straight through the sea- 
sons with these GALURE Casuals in rich black 
suede with fine, no mark, durable soles. They 
breathe Quality and good taste just as they breathe 
Summer and fun . . . Exactly the fine Casual you 
would expect from Gerda. 


Packed in the new, attractive GALURE Boxes 


GERDA footwear co., inc. 


158 DUANE STREET* NEW YORK 13, N. Y. 
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el dis Apined 1874 





TWEEDIE FOOTWEAR CORPORATION © JEFFERSON CITY, MISSOURI 
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AL GREENHOOD of the Green- 
hood Shoe Company, Norfolk, Va., 
says: . 

“We feel that real buying at this 
time needs encouragement and, as 
elsewhere, it seems that price is the 
reason. We have made reductions 
from five to ten percent to help 
boost the situation because we feel 
that once buyers start acting, it will 
help matters all around. In order 





to keep shoes flowing from one 
market to another, there has to be 
incentive. Well, we are doing our 
best to urge buyers so that they in 
turn will be able to turn the spot- 
light on more shoes for their cus- 
tomers. Things aren't as bad as 
they are being generally noised 
about and if more buyers would see 
the light and have less fear for what 
they think is happening in the sell- 
er's market, there would be little 
need for special inducements. If 
People need shoes, they are going to 
buy them. We all want to go beyond 
this point, it is true, but we do have 
this essential fact that men, women 
and children will always wear shoes. 
They will also always buy them.” 


A. W. SLATER of the K B S Shoe 
Company (a division of the General 
Shoe Corporation), sends us a clip- 
ping from the October 6, 1909, is- 
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sue of the Boor ANp SHor Re- 
CORDER, which he found among 
his father’s papers. The “Ten Com- 
mandments for Certain Success” 
contained in that clipping are as 
pertinent today as they were 38 
years ago and bear reiteration: 

“The Wolfe Bros. Shoe Company pub- 
lish a little four-page sheet for distribu- 
tion among its salesmen and customers. 
A recent number contains the following 
ten commandments: 

I. Deal fairly with your customer. 
Lead no man to think he will get 
what you de not expect to give him. 

II. Sell your shoes according to sam- 
ple and get the price in every in- 
stance, for it is always a reasonable 


one. 
III. Sell your bills upon our terms, not 
the other man’s. The time of pay- 
-ment is part of the price and is 
always figured into the cost of the 
product. 





IV. Call on none but the best rated 
trade. The best merchants are th 
only ones who can give you a per- 
manent business in your territory. 

V. Work your territory carefully, mak- 
ing the towns as you come to them 
and do not chase rainbows in the 
vain hope of finding their pot of 


gol 
VI. Study your line carefully. Look for 
its good points and do not search 
for faults. 
Strive always to sell your best 
grades. In them lies your success 
with your trade as well as with us. 
VIII. Study economy in your expenses, 
spending that which is necessary to 
travel effectively and comfortably, 
but putting aside all extravagance, 
remembering always that in the last 
analysis, you are spending your own 
money. 


vil. 
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IX. Make your friends in the trade by 

respecting yourself and your house. 

No permanent friendship, especial- 

ly commercial, is made otherwise. 

X. Keep your body sound with right 

living, your mind clear with good 

thinking, your enthusiasm at con- 

cert pitch with hard, earnest work, 

and your days will be long in the 

territory we have given you.” 

*-. 

HOWARD J. DECKER, manager 

of the Lester Shoe Store in Corn- 
ing, New York, says: 





“More careful workmanship and 
inspection of shoes are among the 
greatest needs in the shoe industry 
today. I am sure that our custom- 
ers are not alone in complaining of 
nails and tacks in shoes, where they 
shouldn’t be, crooked soles, care- 
less stitching and other defects. 
There may have been some excuse 
for such things during the war, 
when factories had to make the best 
of bad conditions; but the war 
has been over for two years now 
and customers are becoming tired 
of that as an alibi for everything 
that isn’t up to par. 

“Careless workmanship and in- 
spection seem to affect all types and 
qualities of footwear, although it is 
most conspicuous in cheaper shoes. 
Sometimes we wonder if factories 
have dispensed with inspectors en- 
tirely. We come across some pretty 
bad examples of slipshod work, 
from time to time, and we can safe- 
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ly assume that not every disgruntled 
customer calls such defects to our 
attention. There are bound to be a 
certain number who keep their dis- 
satisfaction to themselves, yet re- 
member it when deciding where to 
buy their next pair of shoes. 

“Dealers spend a lot of money 
and effort in building up a busi- 
ness based upon quality and work- 
manship. Advertising and sales ef- 
fort must be backed up by facts. 
The time has come when manufac- 
turers must be critical of their own 
products and methods. 

“Give people good merchandise, 
honestly made, and they will buy 
it.” 





MIRACLE OF PRODUCTION 


-—_—s ee 


“lt must be obvious that the world is 
now in a position where, more than 
ever, it needs the miracle of American 


production. 
“Hitler scotched the world physically, 


economically, and spiritually. 

“It is only here in America that we 
have the seeds of recovery. 

“Through greater effort we must pro- 
ceed to help the world to help itself. 
“If we do not produce more and more, 
and still more to help set the world on 
its feet again, there will be no re- 
covery until after the most dire re- 


sults. r 
“America is the sole hope. 
“Here we still have faith and courage.” 

—The above paragraphs are taken 
from a letter written by Bernard 
M. Baruch, Esq., on March 3, 
1947, to my friend, Alexander 
Wilson, well-known writer on fi- 
nancial and economic subjects; 
and were first published in the 
Commercial and Financial Chron- 
icle. 

—Mr. Baruch is one of America's 
keenest thinkers and his opinions 
are respected by most business 
men irrespective of their political 
affiliations. 
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Tom DOWNEY, assistant buyer, 
at Buffum’s, Long Beach, Calif., 


says: 
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“In our store | have noticed two 
strong new trends. One is that 
women are wearing bigger shoes. 
I don’t know whether this increase 
in the size of women’s feet is pe- 
culiar to Long Beach but within 
the last few months we have found 
that our customers are buying their 
shoes longer and wider. Demand 
for sizes 842AA to 942A has 
reached immense proportions. No 
doubt this demand for the larger 
sizes is a result of the wearing of 
play shoes by so many women. This 
may have caused their feet to 
spread or, perhaps they got so used 
to the freedom and comfort of play 
shoes that they never want their 
feet cramped again by tight-fitting 
dress and sport shoes. 

“Another pronounced trend is to- 
wards the smart medium heel shoe, 
both in walking and dressy styles. 
We have received hundreds of re- 
quests for the 16/8 to 18/8 heel 
from women who do not want arch 
types. They prefer this medium 
heel for wear with suits and dressy 
dresses and they like it in classic 
pumps as well as sporty walking 
shoes. They want to be comfort- 
able as well as fashionable.” 


MURRAY ROLFE, general man- 
ager of Dalsimer’s in Philadelphia, 
says: 

“The little customer services that 
were cast aside for a while because 
clerks were too busy, must be prac- 
ticed again. Clerks should, at all 
times, be ready to make customer 
suggestions intelligently. There is 








usually some type of shoe that can 
be suggested to take the place of a 
style a customer demands, which is 
not in stock. It is the manner of 
suggestion that often makes the 
sale. 

“It is important to keep stock 
fresh and new-looking with style 
and color combinations that will 
make the customer want to buy that 
extra pair of shoes she doesn’t need 
but would like to have.” 


JULIUS ZODIN, shoe buyer for 
Vaughn-Weil Store, Birmingham, 
Ala., says: 














“We believe different types of 
shoes are in demand in different 
sections of the country—influenced 
by the activities of the environment. 
For instance, in our own particular 
section, we are away from the glow 
of cafe society, etc. As a result, we 
have little demand for the so-called 
glamor type of shoe. The shoes we 
sell must be practical for all occa- 
sions—sturdy types for much walk- 
ing or dressy styles in a toned down 
fashion. 

“Since we cannot stock up on 
glamor type shoes, we must carry a 
varied selection in the practical 
styles so that customers can have 
a choice. 




















“The boss doesn't go for a private office. He likes to keep close to the business." 
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FOR SHIPMENT TO EUROPE 


Seventy-two shoe repair kits assem- 
bled by Lutheran World Relief, Inc., 
for shipment te Germany contain 
equipment and matericis to mend the 
footgear of hundreds of persons in a 
community. Valeed at $135, each kit 
contains nearly fifty differeat items, 
among them a lap jeck set, hammers, 
rasps, kaives, awis, sails, wooden 
pegs, bristies, wax, linen and cotton 
thread, leather and rubber strips, 
heels, taps, heel plates, feces, oil, 
polish and brushes. Cost of the “self- 
help" project amounted te $10,000. 
At the Long Isiaad City werehouse of 
Church World Service, office workers 
Selma Renne and Anita Bessing check 
contents before kits are packed. 
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y STYLE returns 
» TO THE SCHOOL SHO 


A After a Long Absence, Many Footwear Favor- 


ne ites of the Younger Set Are Appearing Again 
"= @ in Manufacturers’ Lines for First Fall Selling. 
Their Promotional Possibilities Are Excellent. 


IT's a long time since we were able 
to write of children’s shoes with any 
emphasis on style. For the most 
part, in these past five years, efforts 
’ of manufacturers were bent on 
hae * t maintaining a production which 
a would enable them to satisfy at 
least a part of their customers 
seemingly insatiable demand for 
children’s shoes. The situation is 
different today, and manufacturers 
have incorporated into their Fall 
lines style ideas which they were 
forced to abandon during the long 
war and early postwar years. 

Not that shoes for the coming 
school season are startlingly dif- 


Above: For the children, 
clockwise, starting left: 
Zigzag-stitched _ghillie; 
Acrobat. Moccasin, cord 
sole blucher; Edwards. 
Parallel rows of pinking 
on a blucher; Buster 
Brown. Moccasin blucher ; 
Pro-tek-tiv from Curtis- 
Stephens-Embry. White 
saddle stitched moccasin; 
School Shoe from Trim- 
foot. Moccasin front 


blucher boot; Elam. 





Right: For the misses’ group, 
clockwise, starting lower left: 
The buckle loafer in red; 
Rough Rider from Cannon. 
Ghillie lacing on gypsy seam 
model; Buffalo Billy from Hy 
Quality. Double strap pattern 
in black suede; Sportster, Jr. 
from Sandler. The buckle 
monk in a young version; Play 
Poise from Virginia. Moccasin 
front blucher; Chesapeake. 





























PICTURE... ‘ieee 


Right, below: Clockwise, start- 


pattern; 

Weatherbird from Peters. Ghil- 

lie lacing and pinpoint per. 

forations; Jr. Daytimer from 

Gale. The all-brown saddle with 
brass eyelets; Ephrata. Wing 

tip and combination of ontaa 
and smooth; Pied Piper. 


ferent from those which have sold 
well over a period of years. Rather. 
we note in the Fall collections the 
return of many favorite treatments 
which were long absent. We note, 
too, a definite tendency on the part 
uf many houses to incorporate in 
their children’s lines treatments or 
details which they have taken from 
best selling women’s patterns. Some 





carry this out to a logical conclu- 






sion, and have worked out interest- 














Left: Clockwise, start- 
ing lower left: Per. 
forated blucher with 
square brass evelets; 
Altschul. Crushed 
goatskin moccasin in 
a deep wine shade, 
crepe sole; W. L. 
Kreider. Plain toe 
blucher with perfor- 
ated saddle; W. B. 
Coon Juvenile. Brown 
and white saddle ox- 
ford, red rubber sole; 
Saco-Moc Shoe Corp. 






































Right: Five shoes for 
boys, left to right: Stitch- 
ing perforations on 
wall last blucher; Ameri- 
can Boy. Straight tip bal 
in interesting pinked ver- 
sion; Gerberich - Payne. 
Moccasin blucher, a 

ic; Sundial. Full 
wing tip on wall last 
blucher; A. S. Kreider 
Shoe Mfg. Co. Heavy 
perforations on bal pat- 
tern; Poll Parrot from 
Roberts, Johnson & 
Rand Shoe Company. 


ing mother and daughter versions 
of the same basic patterns. 

» Patterns include, in addition to 
the staples (plain toe blucher, moc- 
casin oxford, saddle and loafer) in- 
teresting applications of ghillie lac- 
ing, the use of stitching and per- 
foration to change the look of a 
basic shoe, side buckle and side lace 
effects. Saddles are present in their 
classic brown and white combina- 
tion, as well as in all brown, with 
contrasting surfaces such as suede 
and smooth, suede and alligator, or 
two tones of brown. Loafer types 
have ingenious variations—one of 
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the most promising, the loafer with 


a side buckle. The buckle monk, 
too, is back in many lines. 

Most interesting material news is 
centered in the frequency with 
which sueded leather is being shown 
in shoes for the young customer. 
Black suede is extremely good, espe- 
cially in shank’s mare types and in 
strap patterns. Oxfords, however, 
are also appearing in sueded leath- 
ers, in brown, wine and green, and 
the side-lace oxford is seen often in 
black with a suede finish, usually 
with contrasting piping and lacing. 
Crushed goatskin appears in sport 


Left: for the older girl, 
c ise, starting lower 
left: Dark red loafer in 
an interesting interpreta- 
tion; Red Goose from 
Friedman - Shelby.  Alli- 
gator-calf apron on a 
moccasin; Teen-Type 
from Dr. Posner. Gypsy 
seam ghillie with per- 
forated vamp;  Stride- 


Rite from Green. 


and casual types, as do crushed and 
boarded effects in calfskin or elk. 
Smooth elk is, perhaps, the number 
one material for most shoes in the 
school category. 

Color is creeping back into the 
children’s shoe picture, with em- 
phasis on red. This shade is ex- 
tremely adaptable to bright plaids 
and bright woolens slated for popu- 
larity as school fashions, and the 
bright red shoe, with or without 
antiquing, is appearing in a number 
of versions. Brown is, of course, the 
school leader, and dark shades of 

[TURN TO PAGE 78, PLEASE] 
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SUPPLY SHORTAGES 


rimiT GERMAN 
SHOE OUTPUT 


As told to 
GENE HARDY, Boot and Shoe Recorder 
Washington Editor. by J. G. Schnitzer, 
Chief, Textile and Leather Division, U. S. 
Department of Commerce, who recently 
returned to this country from a three-week 
trip through the American Occupation 
Zone in Germany. 


WITH only limited improvement in footwear produc- 
tion in the U. S. Zone of Germany since last October, 
there is little hope for easing the present acute shoe 
shortage unless hides, skins and tanning materials, or 
leather, can be imported. The prevailing rate of pro- 
duction can only supply less than one pair per capita per 
year as compared with prewar per capita consumption in 
this zone of 1.5 pairs. Present per capita consumption 
in the United States is about 3.5 pairs annually. 

The monthly capacity of the 277 shoe factories in 
the U. S. Zone of occupation is estimated at 3,600,000 
pairs, 2,000,000 leather and 1,600,000 non-leather. 
However, this capacity is far in excess of the available 
supplies of leather and other essential shoemaking 
materials. 

In the year following the German surrender, the foot- 
wear position deteriorated rapidly due to the large 
amount of lost production that was inevitable in the 
war's aftermath. While present plans call for part of this 
loss to be made up so as to provide sufficient footwear 
to meet minimum civilian needs, the materials shortages 
will seriously limit this effort. Another limiting factor 
to all productive effort is the low German food ration. 

During 1946, production was encouraging. having 
increased from 1,069,000 pairs in May to 1,335,700 in 
October. With the advent of severe Winter weather 
and the resultant shortage of coal, output of footwear 
and all other commodities took a downward swoop. 
Shoe production began dropping in November, and by 
February of 1947 had reached a low of 775,800 pairs. 
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J. G. SCHNITZER 


The arrival of good weather has again spurred indus- 
trial efforts and shoe production has increased; by 
April the factories in the U. S. Zone were able to turn 
out 1,212,000 pairs. 

The goal set for the shoe industry in this zone is a 
rate of production sufficient to provide 1.7 pairs per 
capita by 1949, based on a total population of 17,500,- 
000. The prevailing rate is slightly in excess of 50 per 
cent of this goal. 

To achieve the best possible results from the present 
limited output, shoes are rationed by the German gov- 
ernment under a direct form of distribution. There 
are no exports or imports of footwear in the U. S. Zone 
at this time, and the outlook for such trade is gloomy. 

While production at a rate sufficient to provide 
slightly less than one pair per person per year may not 
seem to be an extreme hardship, it must be remembered 
that only about 60 per cent of the present output are 
leather shoes, the types commonly considered as ra- 
tioned shoes in the United States during the war, with 
the remainder being made of wood and various other 
substitutes. These latter products are of very poor 
quality, and it is this type of footwear which is more 
readily available to the German people. 

The available leather fills only 25 per cent of the sol- 
ing requirements of the so-called leather shoes, while 
75 per cent of this output bears buna rubber or vinyl 
plastic soles. The non-leather shoes bear wooden soles 
primarily. The clomp. clomp of these shoes was most 

[TURN TO PAGE 63, PLEASE] 





Attention is paid in the Brandeis department to keeping 

the younger folk happy while they are visiting the store. 

Displays are of prime importance, revolving around 
themes which will appeal to juveniles. 


Above: Teen-age shoes are sold in their own section 
which is made as appealing as possible to this important 
element of the store’s clientele. Below: Hobby horses, 
left foreground, are one of the features which make the 
Brandeis children’s shoe department popular. 


Omaha, home of J. L. Brandeis & Sons, is a 
“little town grown up.” Residents are friendly, 
practical people, a large number of whom own 
their own homes, have very definite buying 


habits and desires. 


iis shoes is “no cinch” in the city of Omaha; 
the trade rates Omaha as one of the “tough” shoe retail- 
ing centers of the nation. Yet the children’s shoe de- 
partment of J. L. Brandeis & Sons, managed by A. J. 
Brady, sold $175,000 worth of children’s shoes last year 
and present sales figures point to a $50,000 increase in 
that figure during the current year! 

The store has secured this corner on Omaha's chil- 
dren’s shoe business through a well-planned and attrac- 
tive children’s shoe department, a thorough understand- 
ing of the problems in selling these shoes and the 
application of a lot of merchandising know-how.to those 
problems. 

Omaha is a city of 255,000 population (its metro- 
politan area has 340,000 population), and it is primarily 
a “little town grown up.” Its business life is based on 
agriculture primarily and upon the second largest meat 
packing business in the nation; its stockyards are said 

















The J. L. Brandeis Store in Omaha, Ne- 

braska, Does an Outstanding Job of Mer- 

chandising and Selling Shoes to the Younger 

Citizens. This Blueprint for Success Shows 
How It is Accompllished. 


to be the largest. It is listed as the 39th city of the country in popula- 
tion, has some 3,000 retail stores which did over $190,000,000 in 
business last year. 

Mr. Brady has a thorough understanding of its people, and he credits 
that with helping him merchandise children’s shoes there. He believes 
that understanding a city’s people, what they are like, how they think, 
what their desires are, etc., is more important in selling children’s shoes 
than in any other phase of the business. 

Omaha’s people are friendly people; they have the true spirit of the 
little city that grew up into a big town. The population is 84.6 per 
cent native-born white, ten per cent foreign-born white and 5.4 per cent 
negro. Over 46 per cent of Omaha’s 70,000 dwellings are home-owned. 
its population is distinctly neighborly. 

Mr. Brady directs his merchandising effort toward these people. His 
[TURN TO PAGE 78, PLEASE] 



























by 
ERNEST W. 
FAIR 


Albert J. Brady, manager of the chil- 

dren’s shoe department, chats with a 

customer while her young son is 
being fitted with a pair of shoes. 











Newest campus fad at Brown University and Pembroke College in Provi- 

dence, R. I., centers interest on the feet! Girls knit wool socks for their 

swains in fraternity colors, and monogram them with Greek letters. Girls 

usually get “frat pins” in payment, and the boys have large wardrobes of 
fraternity socks to wear on state occasions. 





Novel hairdo from Hollywood. Frances 
Worrell features an upsweep, back bunch 
arrangement, with a tiny silver slipper as 
ornament, held in place by a pocket of hair. 
Estelle Crawford, hair stylist who designed 
this coiffure, has titled it “Cinderella”. 


SHOE NEWS 


Navy families make themselves at home in the Philippines. Quar- 

tered in quonset huts or in two-story barracks buildings, they pay 

a rental of 90 cents a day. School, church and recreation facilities 

are available, as well as well-stocked commissaries. Here the 

Sullengers, a typical Navy family, go shopping for shoes in Manila. 

Left to right: daughter Kathleen, Mrs. Sullenger, and the man of 
the house, Keith D., a radioman first class. 
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Lots of smiles wished good luck to Ben Ball, Ham- 
mond, La., shoe and clothing merchant, as he took off 
in a loud-speaker equipped plane, recently, to broad- 
cast an appeal to other stores in the town to join him 
in a 20 per cent price reduction. Ball's campaign was 
packed with showmanship, included the use of blimps, 
a local radio station, newspaper ads, and the presence 
of several well-known stage characters. 


TORIAL 













Right: A revolutionary design in women’s footwear— 
the invisible shoe—created by- Ferragamo, Italian de- 
signer. Most striking feature is the upper, made of 
one continuous thread of transparent nylon, attached 
to the sole and fastened round the ankle by a silk 
cord. Also new is the heel, a wedge-like platform. 


Representatives of shoe and leather in- 
dustries at a luncheon meeting held by 
Fashion Institute of Technology to out- 
line a shoe educational plan. Left to 
right: Eleanor Barnes, John L. Jerro, 
Monroe Geller, Irving J. Fife, Lou 
Sachar, G. H. Meally, Doris Beechman, 
Kate Goldstein Kamen, Mortimer C. 
Ritter, David S. Cohen, Marie Norton. 
W. W. Stephenson, David Serling, Charles 
I. Rockmore, Florine Maher, Harold R. 
Quimby, Samuel Kaynis, Arthur Kauf.- 
mann, Benjamin Keller. Training pro- 
gram will include shoe research, design, 
management and engineering. 
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At the Half-Way Mark 


THE shoe trade approaches the mid-year, as it en- 
tered 1947, confronted with a price problem. As meat 
prices soar to new highs at the packing houses and 
in the butcher shops, hides and calfskins follow the 
upward trend. The reason for the latest rise in hide 
and skin prices is not altogether clear, however, since 
they are by-products of the meat industry and cattle 
are reported coming to livestock markets too fast if 
anything. With a dollar shortage operating to curb the 
activities of foreign buyers, the rise can scarcely be 
attributed to foreign demand. 

Should it assume anything like serious proportions, 
the effect of this new price rise upon the shoe trade 
would be serious. Consumers have, in some degree, 
learned to adjust their ideas of shoe values to the new 
and higher scale of prices that followed the end of 
OPA. Another rise in retail prices in scarcely more 
than six months would, however, undcubtedly precipi- 
tate a second wave of consumer resistance similar to 
that which the butcher shops are now experiencing 
in many cities. 

Despite protestations of the livestock+ industry that 
meat exports had little bearing on the recent rise in 
meat prices, it is difficult to escape the conclusion that, 
fundamentally, the policy of the United States govern- 
ment in promoting ever-increasing shipments of Ameri- 
can food and other products abroad, is a prime factor 
in the continued rise in prices here and in the steadily 
increasing price pressure on the American consumer. 
This fact was emphasized by Senator Taft in his recent 
exchange with President Truman. It underlies the 
thinking of Senator Vandenberg when he asks for an 
inventory of America’s resources before new commit- 
ments are made to finance on a grand scale the eco- 
nomic rehabilitation of the continent of Europe. It is 
directly related to the conclusion reached by Mr. 
Hoover that “as the result of our rate of giving and 
lending, we are overexporting goods and cannot con- 
tinue at such a rate with our present production and 
consumption without further evil consequences to our 
stability.” 

Thus as we enter the final half of the year, thought- 
ful Americans may well ponder the three alternatives 
that apparently confront those responsible for the future 
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of the nation’s economy, namely, increased production, 
decreased exports or a diminished consumption of 
American products at home, with the lower standards 
of living which that implies. Proposed plans affecting 
the nation’s foreign policy may well be judged from 
the standpoint of their effects in relation to these 
alternatives. 

While Great Britain is told by its leaders that it 
must “export or die,” America is thus warned that it 
faces the danger of “overexporting its resources,” 
with consequent strain on the domestic economy. At 
the same time, we are told that the high level of ex- 
ports is one of the important factors that has aided 
thus far in warding off a recession and keeping the 
wheels of American industry turning at a rate that 
spells prosperity. For, aside from the confusing and 
chaotic international situation, it is a fact that the na- 
tion passes the mid-year with business and industry 
operating at a level that confounds the prophets of an 
early general recession. And business commentators, in 
the main, now anticipate that this high level will be gen- 
erally maintained through the remaining months of this 
year. 


RETAILERS have made definite progress since the be- 
ginning of the year in reducing inventories, and stocks 
on merchants’ shelves are said to be in the soundest 
position since 1940. Stores are “open to buy” consider- 
able quantities of shoes for Fall and Winter, but buy- 
ers have pursued a cautious policy in making commit- 
ments for the coming season. A preliminary estimate 
places shoe production for the first six months at 231 
million pairs, about 16 per cent less than the first half 
of 1946. The policy of cautious buying is reported to 
have been relaxed somewhat by department store buy- 
ers in recent weeks; the rising price trend in raw mate- 
rials may induce retailers generally to cover their re- 
quirements, at least for the Fall period, since it is now 
quite clear that there will be no price advantage in 
holding back. 

Favorable factors affecting the business future would 
appear to outweigh those generally considered unfavor- 
able as merchants and manufacturers prepare for the 
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Large Attendance at West Coast Show 


Buyers and Manufacturers Meet in Los Angeles for Four- 
Day Exhibit of New Fall Lines—Fall Show Planned, to Be 
Sponsored by West Coast Shoe Travelers Associates. 





CARL WINNEGUTH 


President, West Coast Shoe 
Travelers Associates 
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iets GRATIFIED” at 
the response to the show sponsored 
by the West Coast Shoe Travelers 
Associates, held in Los Angeles 
from June 15 to 18, Frank Foster, 
convention chairman, has _ an- 
nounced that his committee is mak- 
ing plans for the Fall show which 
is scheduled to follow two weeks 
after the National Shoe Fair. 

Beautiful weather greeted some 
1500 buyers and 225 exhibitors who 
attended the four-day event. Em- 
phasis was on business, and social 
affairs were kept at a minimum. 
Exhibits were located in the Bilt- 
more, Lankershim and Hayward 
Hotels as well as in the Haas 
Building, which housed the show 
headquarters. 

Plans are under way to hold the 
Fall show under one roof, and it 
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certain that the 
able to secure 


appears fairly 
WCSTA will be 
enough space at the Biltmore to 
house all exhibitors. 
described as excellent by some ex- 
hibitors, while others reported re- 
sults ranging from disappointing to 
fair. Many exhibitors stated that 
they were sold up and are still con- 
tinuing on an allotment basis. 
Frank Foster stated, “It is true 
that selling was not as brisk as 


Business was 


some had hoped, but the consensus 
of buyers and manufacturers and 
their representatives was that the 
convention was the most successful 
that they had attended this year.” 


BUYERS expressed enthusiastic ac- 
ceptance of new Fall patterns and 
colors which were introduced. It 
was apparent that many retailers’ 
inventories are still unbalanced and 
will continue to be so for several 
months, although most of them 
could not buy enough of certain 
types of footwear—for example, 
white play shoes. One convention 
executive said that traffic was not as 
heavy as it should have been, at- 
tributing this to the fact that mer- 
chants are overstocked and con- 


fused over the price situation. 


THE only important social event 
of the convention was a dinner- 
dance held at the Biltmore Bow] on 
June 17. Some 800 WCSTA mem- 
bers and their guests previewed the 
newest Fall styles in footwear from 
the nation’s leading 
Juanita Sayer, West Coast editorial 
representative of Boor anp SHOE 
RECORDER, was commentator for 
the fashion show. The celebrants 
danced to the music of Russ Mor- 


creators. 





FRANK FOSTER 
Chairman of the WCSTA 


Convention Committee 


gan and heard speeches by prom- 
inent WCSTA members. Carl Win- 
neguth, president of the organiza- 
tion, offered a brief history of the 
WCSTA, describing the develop- 
ment of the group. He outlined the 
group's future charitable activities 
and pointed out that welfare work 
would be the most important func- 
tion of the association. Harry Evans, 
vice-president of the National Shoe 
Travelers Association and past 
president of the WCSTA, paid trib- 
ute to deceased members and 
lauded their efforts in helping to 
organize traveling Frank 
Foster praised Dave Klinesmithe, 
executive secretary of the WCSTA, 
for his untiring efforts on behalf of 
the group and for the outstanding 
part he played in making the con 
vention a smooth running, success- 


men. 


ful affair. 
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Retailers know what a satisfaction it 
is to deal with Selby. That’s been our dealer 
experience 99% of the way 
for 70 years. And we’re proud that our 
organization and our skills have 


merited such loyalty. 


Today, the facilities of the 
world’s largest feature shoe plant for 
women are humming toward full 
speed ahead. You can depend on a Selby 
franchise to deliver the goods 
that make the sales that keep 


your business growing. 


ARCH PRESERVER + ACTIVE MODERNS + TRU-POISE 
STYL-EEZ «+ EASY GOERS « TOWN WALKER 
PHYSICAL CULTURE + GROUND GRIPPER + CANTILEVER 


New York Offices: 3120 EMPIRE STATE BLDG. (Arch Preserver—Styl-EEZ—Tru-Poise 
—Easy Goers) 
926 MARBRIDGE BLDC. (Physical Culture—Town Walker—Ground 
Gripper—Cantilever) 


Les Angeles Offices: 816 HAAS BLDG. (Arch Preserver— Styl-EEZ— Tru-Poise—Easy Geers) 
LANKERSHIM HOTEL (Physical Culture) 


PREVIEW OF 


GLAMOUR.... 


Early Lines of Fall Evening Shoes Sparkle in 

Gold and Silver Kidskin with Rhinestone Trim- 

mings and Buckles. Demand Slated to Be Bigger 

than Last Year with Expectation of Greater 
Formality in Dressing. 


by ELEANOR MAUD RUTTY 


shirring and piping. The dresses with their clinging 
or bouffant skirts and rounded hip and shoulder lines 
and the shoes with their slender high heels and grace- 
ful silhouettes have the same very feminine charm. 

In shoes, the number one favorite is acknowledged 
to be the gold kid sandal for the very formal season 
starting in October or November. Following it in 
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High - riding but 

Typical of Fall evening styles are the soft “w very open, this 
feminine treatments on this white lace zown ankle strap sandal 
embroidered in pastel multicolor and gold ) @ good example of 
paillettes with ruffled neckline and draped new silhouettes for 
back. Muriel King’s Spring collection 5 Fall. La Mulee. 


ieaiis in evening dresses more dramatic and varied 
in silhouette, more lovely and feminine in treatment, 
increase the need for shoes equally well-styled and 
luxurious. Ankle-length skirts give greater opportunity 
to play up new shoe styles. In dresses, the bustles, 
ruffles, panels, draping, capelets, scarves, stoles, em- 
broideries and beading add richness and charm to 
these new dresses and give many opportunities for 
interesting coordination with shoes. Off-center treat- 
ments appear frequently in both shoes and dresses. 
Draping and other soft arrangements of trimmings are 
popular in both and such pretty touches as tucking, 
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Gold kidskin 
combined with 
tintable white 
satin makes 
asymmetric eve- 
ning sandal 
adaptable to co- 
ordination with 
costume _ color. 


Palter DeLiso. 


Strip sandal of 
gold kid with 
mesh medallion. 
dainty and 
feminine as the 
new dresses. 


Delman, Inc. 


Combination of 
gold and silver 
kid offers asym- 
metric pump 
with many co- 
ordination pos- 
sibilities. Dale 
Creighton Orig- 
inal by Royal. 


This ankle 
strap sandal of 
tintable white 
crepe with gold 
kid, another ex- 
cmple of a 
trend to combi- 
nations in net 
Fall evening 
shoes. Mackey- 
Starr, Inc. 


Asymmetric 
vamp of this 
gold and silver 
sandal smart 
for coordination 
with asymmetric 
draped evening 
gounms, Tupper 
Pre-View. 


Gold butterfly 
matched to plat- 
orm sole and 
eel contrasts 
with silver up- 
per of ankle 
strap : 
Beleganti, Inc. 
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WESTERN RETAILERS 
PUSH WHITE FOOTWEAR 


by MARTHA WEISLER 


—— that the 1947 season for white footwear started early 
was to be seen in the promotion of whites as early as last January 
by retailers in certain sections of the country, especially on the 
West Coast. Outdoor billboards on white footwear were posted in 
January by Baxter’s in Seattle and Tacoma, Wash., and also by 
Boldrick’s in San Diego, Cal. In both cases white spectators were 
the initial promotions for 1947. In April, Boldrick’s again featured 
white footwear on outdoor billboards and followed up with the same 
layouts in half-page color ads in the local newspapers. 

Carol Wills in Oakland, Cal., also started white promotions early 
in 1947 with spectators. White footwear in all styles have been 
regular promotions by Innes, Los Angeles, from early Spring, and 
they anticipate a long Summer business on white. 

Charles Kushins, Oakland, also featured spectators for early 
Spring white promotions; while Raemars in Salem, Ore., and Frank’s 
in Huntington, W. Va., chose sports oxfords for their early white 
promotions. [TURN TO PAGE 93, PLEASE] 
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Supply Shortages Limit 
German Shoe Output 


[CONTINUED FROM PACE 51] 


frequently heard in both cities and rural districts. It 
seemed evident that the leather shoes were being saved 
for special occasions. 

In regard to specific types of footwear, it appeared 
that considerable effort was being spent in stepping up 
the production of heavy leather work shoes. At the end 
of 1946, production of these types was proceeding at 
about 9 per cent below the rate attained in the first half 
of the year. This production rate has improved during 
1947 and minimum needs, based on a population of 
3,000,000 workers, might be filled this year, partic- 
ularly since non-leather shoes are also provided. 

Also high on the list of must projects is production 
of adequate footwear for children of school age. The 
minimum requirement set for leather shoes of this type 
is 0.9 pairs per capita. With an estimated school child 
population of 3,800,000, production by the end of 1946 
had reached 85 per cent of the recommended minimum. 
Children of school age are also considered in the pro- 
duction of non-leather shoes. As in other countries 
throughout the world, the life of children’s shoes is 
short, and for this reason every effort is being made to 
exceed the minimum requirement as soon as possible. 

Leather street shoes for men and women were being 
produced at about 37 per cent of the recommended 
rate of 0.9 pairs at the end of 1946. During the early 
months of 1947, production increased along with most 
other types of footwear. 

The total monthly output of non-leather shoes, in- 
cluding light shoes with textile uppers, wooden shoes, 
sandals, and slippers, has shown a rising trend during 
recent months. The production of light shoes showed a 
36 per cent increase over May at the end of 1946, while 
the production of other shoes (wooden shoes, slippers, 
etc.) has fluctuated widely. 

Another encouraging factor is the decision of the 
U. S. Army not to purchase low quarter tan shoes in 
Germany this year. There had been limited produc- 
tion of this type in the past. 





Women’s Shop Enlarges to House 
Brand Shoes 


SavannaH, Ga.—Plans for extensive alterations to 
the store building now occupied by Morris Levy’s Shop 
for Women have been completed by the management. 

The rear of the first floor will house a large and com- 
plete shoe department carrying I. Miller and other well- 
known brands of women’s shoes. The shoe salon will 
be managed by Arthur R. Schwartz, who for the past 
eight years has been in charge of shoe departments at 
Davison-Paxon Company in Atlanta. 
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MILLIONS of readers, many of them your 
customers, are seeing BURNS CUBOIDS adver- 


tised in the leading consumer journals and news- 


popers. An ever increasing list of DOCTORS are 
also prescribing-this “balanced inlay” that all 


America is talking about. 


© Co-operative advertising 
@ Attractive window cards 
® Deluxe mailing pieces 


And many other “helps” assure you of successful 
promotion of BURNS CUBOIDS. Perhaps we may 
be able to make available to you either a con- 
cession or purchase franchise, whichever best suits 


your operation. 


BURNS CUBOID COMPANY 
Santa Ana ° California 











Accessory Market Makes Further Strides 


in Coordination; Retailers Offered Promotional Themes. 


Handbag, Belt, 


Glove Lines Present Refined Styling, New Leather Finishes. 


ie is without a doubt the by- 
word of the accessory market, which becomes more shoe- 
conscious every season. Handbag manufacturers have 
made the greatest strides thus far, since their affiliation 
with the shoe industry is the most natural and most 
necessary. Many coordinate with particular shoe manu- 
facturers, others follow shoe trends and duplicate 
leathers, enabling stores to do their own coordination. 
Three themes are suggested here for the retailer who 
does not have access to planned promotions and must 
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devise his own coordination schemes: 1. color; 2. detail- 
ing; 3. type, based on texture and style. 

The customer herself can coordinate staple colors, 
but in dealing with unusual colors the leathers should 
be identical. Buyers of this related merchandise must 
work together. When the shoe buyer places his orders 
he should tell the accessory buyer what colors he plans 
to feature, from what manufacturer, what tanner. Hand- 
bag manufacturers lament the habitual last-minute 

[TURN TO PAGE 80, PLEASE} 
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Calf sabot by Cas- 
ual Classics. Saddle 
leather satchel; 
Goldsmith Bros. 
Pigskin and saddle 
belts; King Fash- 
ionable. American 
pigskins: stitched 
oatmeal gauntlet, 


cuff cork shortie, 
from Wilkens. 


Green calfskin: 
Spacious little bag, 
gold framed facile 
clesing;  Lesco, 
Ltd. Tailored gold- 
buckled half-inch 
belt; Belt-Modes. 
Walled toe elasti- 
cized pump, simple 
disc ornaments; 
Valley. American- 
made capeskin 
shortie glowes: 
white - stitched 


green, brown- 
stitched beige; 
both by Bacmo. 
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A salesman for you 


HE’LL INCREASE TURNOVER AND PROFIT 
IN CHILDREN’S SHOES 














Trimfoot’s Baby Deer can be your star children’s shoe salesman. Here’s 
how you can put him to work: Each month Baby Deer is featured in 
Trimfoot’s national advertising to mothers — advertising that has 
been scientifically measured for effectiveness and proved to have at- 
tracted and held more readers than any competing shoe advertising. 


When you display Baby Deer on your counters and in your windows, 
you attract mothers who associate your store with Trimfoot’s effective 
advertising. You'll find that sales are easy, turnover is rapid... and 
that the Trimfoot line is a natural for building future repeat business. 
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SUMMER FOOTWEAR SELLS 
IN CHICAGO 


Just as the mothers were appealed 
te during May, so during the first 
weeks of June, Dad and gift ideas for 
him were featured in all Chicago ad- 
vertising. Lounge slippers and leisure 
shoes for him were highlighted by all 
stores. Using June 15 as a target for 
sales promotions, stores and shoe shops 
gave stress to men’s footwear of all 
kinds. During these recent weeks 
there was more advertising on men’s 
shoes than for many months past. 
Summer styles were principally ad- 
vanced: two-tones, perforated suedes, 
thong-stripped sandals, open-work in- 
terlaced types. French Shriner & 
Urner showed white buckskins trim- 
med with brown or black wing tips 
and heels. Similar oxfords were fea- 
tured at Lytton’s and Rothschild’s. 
Several shops suggested gift certifi- 
cates so Dad could come in and pick 
out his own shoes at his convenience. 

With a turn toward warm weather, 
Summer footwear got a lift in the 
stores. Consumer interest turned to 
whites and typical Summer styles. 
Play shoes of many varieties began to 
account for many a sale, types which 
up until now had been decidedly slow- 
moving because of adverse weather 
conditions. There is still an active de- 
mand for all dark shoes, however, 
with black suede unusually active for 
this type of year. Navy blue kid also 
continues among the wanted leathers. 
A recent ad of Field’s Salon high- 
lighted navy suede as “a handsome 
accent to sophisticated Summer cuvs- 
tumes.” Also at Field’s the T-strap 
sandal was featured, announced as 
“the return of a beloved shoe silhou- 
ette.” Shown in many colors, both 
bright and staple darks, as well as in 
suede, patent and calf, the store has 
great confidence that this is a revival 
in type that will take hold of the pub- 
lic’s fancy. 

The general trend continues for the 
open and cut-out shoe. Even though 
retailers show the newer all-closed 
types, consumers at this time manifest 
their principal interest in what they 
term a cooler shoe, more suitable for 
this time of year. However, since most 
retailers have been conservative in 
making their commitments for the Fall 
season, no one is uneasy about the size 
of his stocks. 
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ST. LOUIS CUSTOMERS 
MORE SELECTIVE 


Wale retail sales of women’s foot- 
wear spurted in some outlets in St. 
Louis early in June, a survey of buyers 
and store managers at mid-month indi- 
cated that the first thirty days of Sum. 
mer selling probably would show units 
off 10 to 15 per cent below June, 1946, 
and dollar volume about equal to or 
slightly under that of the correspond- 
ing month a year ago. In offering an 
explanation for the current status of 
shoe retailing, which one buyer said 
was “good but not as good as a year 
ago,” merchants point to lighter store 
traffic and increased consumer selec- 
tivity. Price resistance, shoe merchan- 
disers explain, is not too important a 
factor. 

As another retailer said, “Women 
just do not have the surplus in cash 
for extra footwear that they had last 
Summer. They don’t seem to mind too 
much plunking down more money for 
a pair of shoes of the quality and 
workmanship and style that they have 
decided to purchase. But selling the 
average feminine customer a substitute 
for her wants is becoming increasingly 
dificult. A merchant today has got to 
have variety and balance in his stock 
in order to meet this selectivity.” 
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Return of the T-strap was heralded by 
Marshall Field & Co., Chicago, in this 
ad offering two heel heights. 


Because of this selectivity, buyers 
are continuing a cautious policy in 
buying, just as manufacturers in St. 
Louis are continuing to use caution in 
their purchase of leathers. As a re- 
sult, inventories—despite a tremendous 
upsurge during the Spring months— 
are being built up with a concentration 
of wanted styles and leathers, with the 
purchase of probables and frills held 
to a minimum. Such a policy of buy- 
ing not only is helping to balance in- 
ventories more quickly, but is making 
it easier for manufacturers to get their 
deliveries through on schedule, a con- 
dition, shoe men have pointed out. 
which has become a prime necessity 
with the increased selectivity of the 


consumer. 
e-- = 


CLOSED TOE PUMP 
WANTED IN MIAMI 


WHETHER it is the influence of the 
tailored suit or the longer skirt, it is 
a fact that in the greater Miami area 
there has been a growing demand for 
and sale of the closed toe classic pump, 
both in single color and in two tones. 
Women are seeking the more conserva- 
tive styles, but are demanding quality 
and fit as they have not in many years. 
Today they are not satisfied with a 
substitute; they feel that there must 
be plenty of shoes on the market and 
if one store does not have the desired 
number, another will. And so they 
are shopping around as they did before 
the war. 

Practically all shoe merchants are 
promoting the closed toe pump as the 
shoe for travel and Northern wear. 
The stay-at-home customers prefer the 
open toe sling back models. Right now 
there are two distinct classes of trade 
-—-those who are either returning to 
Northern homes or are going away for 
the Summer, and those who will re- 
main at home. 

White continues to lead in volume 
sales. The demand for color, espe- 
cially the high colors, has slowed dowr 
considerably. Practically all shops 
have a good supply of color, but re 
tailers are finding it necessary to pus 
the bright tones. There is a slight de- 
mand for the softer pastels. This ap- 
plies to the dress types. Colors are 
still going strong in play and sports 
shoes. 

There has been a surprising demand 
for black, something that is most un- 
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usual for this area. Black suede is one 
of the wanted materials, shoe men are 
predicting that this is going to be an 
early Fall favorite. Black patent is in 
high favor; it is an all purpose shoe 
and adaptable to many uses. 

Heels are high and appropriate for 
the popular classic pump. Platforms 
continue to be good. They are said to 
be extremely comfortable, and most 
shoe men expect this type to become 
standard. The thick, ornamented plat- 
form is not in the picture, but the one- 
quarter inch is. 

For Fall wear many of the better 
shops are predicting that the number 
one shoe will be the open toe, closed 
d’Orsay pump. Shoes are much plainer 


AE 


& 





and have lost the over-ornamentation 
that was in high favor a short time 
ago. One shoe buyer says that women 
went on a buying spree as soon as the 
war was over and overdid themselves 
in adding the over-decorated shoe to 
their wardrobe. Tired of the plain 
somber shoe of war times, they 
splurged for a time in colors and the 
gayest of ornamentation. Now that 
stage has passed and the more sober, 
piactical shoe is wanted. It must have 
good lines, be of high quality materiai 
and the best of workmanship. 
= = > 


BUSINESS GOOD IN 
NEW YORK STORES 


BUSINESS in the New York area has 
been generally good the past few 
weeks. In the men’s shoe depart- 
ments it has depended largely on in- 
ventories. Where they have been good, 
business has been good, but inven- 
tories vary considerably with different 
stores. Current styles selling in these 
departments include spectators, woven 
and ventilated shoes and loafer types. 
Some platform shoes are moving in a 
few stores. Some stores report pref. 
erence for the woven or ventilated 
treatments because they are more gen- 
erally wearable and not so much 
trouble to take care of. One of the 


high style men’s shoe departments re- 
ports good business in brown suede 
and, to a lesser degree, in gray suede. 
Some price resistance is felt, but one 
merchant expressed the opinion that 
he did not believe that lower prices 
would change his unit volume. There 
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heel types, cs featured by R. H. Fyfe 
& Co., Detroit, Mich. 





is some feeling that the public is get- 
ting used to the higher prices. 

In women’s shoe departments, busi- 
ness has also been good expressed in 
terms of dollar volume as in men’s 
departments. Here, too, spectators 
have been selling well with the classic 
closed pump in tan and white the 
favorite. In an occasional store the 
spectator strap has done business. In 
general, spectators are way ahead of 
all-over white shoes, although here 
and there this type has sold in tailored 
styles as well as in the more popular 
dressy sandal or pump. In all depart- 
ments black suede is a number one 
best seller. 

Red is continuing to hold a very 
good position as a good “neutral” to 
wear with both town and country 
clothes. Navy, where it is still in 
stock, is being bought. A little gray 
and green are also selling in style 
shoes. Stores able to supply brides 
have had that extra business. 

Play shoes are in demand, especially 
in leather. Fabrics, however, at a 
lewer price, are also being bought. 
There is some demand for thong 
sandals. 

Varied opinions exist regarding the 
prospects for closed and open shoes 
chiefly in relation to Fall styles. Some 
retailers feel that the demand for en- 
tirely closed shoes will be a very small 
percentage of their total business in 









Fall shoes. One very style-minded 
merchant, however, is of the opinion 
that there will be a much greater de- 
mand than anyone has anticipated so 


far. 
= = = 


BUSINESS MORE NORMAL 
IN DETROIT 


DETROIT shee merchants have gcn- 
erally held the line on prices in staple 
lines, resisting the earlier lure of the 
Newburyport 10 per cent price cut 
scheme, but satisfying their patrons 
end at the same time rationalizing 
their own inventories by offering far 
more substantial reductions on par- 
ticular lines. . 

Low price sales, however, have been 
only a minor factor in local shoe bus:- 
ness during the past month, with em- 
phasis upon new seasonal trends and 
catering to the Summer trade at the 
retail level. Sales volume is reported 
very satisfactory in medium priced 
shoes, while those at either end of the 
price scales have slowed up. Resis- 
tance in these cases stems from cur- 
tailment of luxury spending, and on 
the other hand, in near-saturation o! 
the cut-rate market and insistence by 
the average working class buyer, liv- 
ing on a reduced purse, upon quality 
standards in shoes—a factor of up 
grading that appeared strongly during 





enforced slowing down of buying dur- 
ing rationing, and is now reappearing 
here. 

Merchandising efforts by local shoe 
men are again close to normal. Ad- 
vertising is being carefully and intei- 
ligently done, in adequate volume in 
proportion to sales. There has been 
perhaps even more than the usual 
careful attention to window display in 
shoe departments and stores. Actual 
on-the-floor selling is handled more 
carefully. The untrained clerks of a 
year or more ago have largely disap- 
peared; a few became experienced 
znd competent shoe men, and the 
others gravitated out of the business, 
as replacements became available. 

Shoe supplies are reported fairly 
normal in the average store, although 
particular scarcities in specific lines 
or items occur for individual stores 
with annoying frequency. One diffi- 

[TURN TO PAGE 79, PLEASE] 
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Shoes in the News 





THE protective foot covering shown here has been devel- 
oped in a variety of colors and color combinations in water- 
resistant rayon to coordinate with the newest smartly 
styled raincoats. Constructed so that it can be worn with 
either side out, each pair—rubber-soled, by the way— 


Rainy day protection in- 

terpreted in q new kind of 

foot covering, both styleful 

and practical. One of the 

Rain Wraps by Lee Thomp- 
son Company. 





offers two color coordination possibilities. In addition, 
there will be hoods and slip covers for handbags and 
umbrellas in the same colors.. These four items suggest a 
new concept in merchandising quite apart from the store’s 
regular business in rubber footwear. Their place is in the 
accessories section of the shoe store. They are indicative 
of a new point of view regarding rainy weather clothing 
which was evolving in the years immediately preceding 
the war. At that time manufacturers began to think of 
styling their raincoats and rubber footwear to be attrac- 
tive as well as functional. During the war the need for 
these garments increased enormously as people were 
obliged to walk or use buses instead of taxis and cars. 
During the war also many experiments resulted in greatly 
improved ways of coating and impregnating materials to 
make them water-resistant. 


= = = 


FROM around 1908 up to 1932 the soft, unlined ghillie, 
the “Windjammer,” was a best seller in J. & J. Slater stores. 
Today it is back again just as soft and just as style right. 
Made over a custom last on a Dutch Boy 14/8 heel with 


“Country Style.” a revival, 
featuring a true pump line 
with the omission of one 
loop. Unlined, on a 14/8 
heel, it is made in black 

leather. 





a cushioned platform, it meets the need for a shoe for 
country tweeds and tweeds that can take their place in 
town for morning wear. Available right now in sueded 
leather in white, black and brown, it will be made later 
in a wide range of Fall colors. “Country Style,” named 
for Bing Crosby’s picture is also a revival but today it 
has a true pump line with the omission of one loop. It is 

[TURN TO PAGE 71, PLEASE] 
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Along with his prize reel and 

specially matched clubs, the true sportsman 
has always had a special spot in his heart for Bass 
Outdoor Footwear! They've been consistent leaders 

in the outdoor footwear field, because there has 
never been a change in the original Bass policy — 


“to build the best 


ssible shoe for the 


purpose for which it is to be used” 


Remember .. . 


“Boots... 
Zz ots .. 
[S- BAN 





the biggest de- 
mand of all is for Bass Quail 

Hunters . Bass Ski 
. Bass Rangers 
and Sportocasins and 
Bass Weejuns! 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 





lyayfcterin wat Markets 


Boston 


ORDERS booked to date by New England manufacturers 
have been disappointingly small with the exception of those 
companies making misses’ and children’s shoes which are 
having no trouble in disposing of their output at figures 
which indicate clearly that in this segment of the shoe 
industry, at least, there is no such thing as price resistance 
on the part of either the merchant or the consumer. Sales- 
men for companies making men’s and women’s shoes, how- 
ever, report that while they have covered and are continuing 
to cover their territories, few if any have succeeded in sell- 
ing their quotas. It is now expected that there will be a 
pick-up some time during July, the extent of which no one 
is willing to predict at this time. 

A New England Shoe and Leather Association analysis 
of production figures gathered by the U. S. Bureau of the 
Census, shows that during March the states of Massachu- 
setts, Maine and New Hampshire produced 13,296,000 pairs 
of shoes, a decrease from the same month last year of 22 
per cent. Massachusetts was off 30 per cent; New Hamp- 
shire, 13 per cent; and Maine, 9 per cent. The decrease 
for the first quarter of 1947, however, was less, since, during 
that period, New England produced more than 38,000,000 
pairs, 19 per cent below the same period last year. Despite 
this general decrease, however, Massachusetts produced 
more shoes during March than any other shoe state— 
7,243,000 pairs with a wholesale value of almost $29,000,000. 

The index of orders placed in the Massachusetts shoe 
and leather industry during April showed a fair increase 
over March—about 12 per cent, as measured by the Asso- 
ciated Industry of Massachusetts. 


o 
Chicago 

THE outlook for increased production of shoes and other 
leather goods for the coming year is very much better than 
it has been for eight years. Hide men, in making a com- 
parison between 1946 and 1938, find that although imports 
last year dropped 57 per cent from the 1938 figure, exports 
in the same comparison rose 61 per cent. The enormous 
increase in the slaughter of cattle has more than offset 
these trade balance percentages. Stockyard officials reckon 
that there was an increase of about 33 per cent in cattle 
butchering over 1938, and that this accounts for about 21 
per cent more hides being sent to the tanners’ vats for 
domestic use. 

During 1946 many hides were damaged or rendered use- 
less through inexperienced handling. This condition no 
longer exists, and as a result the legitimate tanners are 
getting a greater supply and much improved quality. There- 
fore it is anticipated that the over-all picture for all leather 
products will be greatly improved. 
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Approximately 1,179,000 cattle hides were exported last 
year, while in 1938 less than 750,000 were sent abroad. 
Imports came from about 800,000 animals in 1946, while 
in 1938 there were hides from almost 2 million. But in 
making the comparison between the actual number of ani- 
mals killed in those two years, one finds that over 5 million 
more cattle were shipped to the slaughter pens in 1946. 
Thus the very much greater supply more than counter- 
balances the lower import figures for the year. 

During the first five months of this year, cattle slaughter. 
ing has hit an all-time high. Almost 2 million more ani- 
mals have been killed as compared with the same period in 
1946. Well over 3 million calfskins have reached the tan- 
ners in this five-month period, an increase of more than 
862,000 skins over a year ago. During the first weeks of 
June the slaughter statistics again held at record levels. 
And there is the likelihood that these figures may even be 
bettered. With flood conditions throughout the big Mid- 
western grain states, the problem of future feed for cattle 
may become acute. When the farmer finds he cannot feed 
his cattle, he sends them to market earlier than he would 


otherwise do. 
St. Louis 


F ACTORIES here rounded out the last days of June at 
near top production levels, filling orders taken at the New 
York and regional shoe fairs and in the following period. 
Most plants, however, are shut down from June 27 through 
July 6 because of the paid holiday for workers, with a 
curtailment in production continuing during the second 
week in July also because of the two weeks’ vacation af.- 
forded workers who have been on the job five years or more. 
In many instances, though, the older workers will take 
their vacations at a later date, with the result that some 
manufacturers will get back to a near-normal production 
during the second week in July. 

Meanwhile, the uncertainty of the future of the leather 
and hides market and the mid-June price rises of calfskins 
and other hides have caused manufacturers to continue 
their policy of short term purchases, generally not exceed- 
ing sixty days. No one is anticipating the results of the 
sharp advance of raw calfskins at this time and no one 
will predict what effect the action may have eventually on 
wholesale shoe prices, although it is readily admitted by 
industry spokesmen that an even tighter squeeze will en- 
circle manufacturers in the coming months if the market 
does not break. 

The paradox of the situation, however, as manufacturers 
explain, is that the shoe market has long since changed 
from a seller’s to a buyer’s market, while the raw materials 
market continues with the advantage on the side of the 
seller. Such a predicament, as some have termed it, cannot 
continue indefinitely. A break will have to come. Where 
that break will appear is the prime question. 
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made over the same last as the “Windjammer” and is also | 
unlined and on a 14/8 heel. At present it is being made | 


only in smooth leather in black and brown. It is designed 


“Windjammer” a best seller 

revived by J. & J. Slater 

from the first decade of the 
twentieth century. 





for the college crowd and the older woman with a feeling 
for the soft, smart country type of shoe. It can also take 
its place in town as well. 





Old Shop Brings Back Old Shoe Name 


HomesteaD, Fia.—The Frederick Shoe Shop has been 
opened in a new building and is furnished with modern 
equipment and fixtures. 


For 20 years David Frederick, Sr., father of the owner 
of the new shop, was in business in Homestead, retiring 
in 1945. The new shop brings back an old name. David 
Frederick, Jr., is owner and manager. 


Editorial Outlook 


[CONTINUED FROM PAGE 56] 


final six months of 1947. In attempting to formulate a 
forecast, much depends upon the viewpoint of the in- 
dividual. Take the veto of the tax bill, for an ex- 
ample. Some will argue that it favors lower prices by 
avoiding an inflationary influence; others will maintain 
that high taxes promote high prices by increasing costs 
all along the line. The veto was logical if the Admin- 
istration plans to pour increased billions of American 
dollars into Europe to rehabilitate industry and com- 
merce on that continent. What form our policy may 
finally take in that respect may prove to be the biggest 
factor of all in determining the long term future of 
American business and of every American manufac- 
turer and merchant. But meanwhile, barring unfore- 
seen developments, the outlook for the remainder of 


1947 appears reasonably stable, with most indications | 


pointing to a continued high level of business and 
industrial activity. 
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Sees No Return to Prewar Prices 


Tanners Council President Declares Production 






Costs Alone Would Preclude Such a Possibility 


[.N welcoming members of the Tan- 
ners’ Council of America and allied 
trade representatives at the opening 
session of the Council’s Spring 
meeting at Hot Springs, Va., on 
June 19, Harold Connett, the or- 
ganization’s president, declared that 
if wage levels remain where they 
are and are not offset by increased 
productivity, the general level of 
prices will have to remain above 
that which prevailed in the prewar 
era, 


“It should be obvious that no- 
bedy can talk about prices without 
talking about costs because the two 
are inseparable,” said Mr. Connett. 
“The sponsors of the Newburyport 
plan found that to be the case pretty 
quickly. 
100 per cent or more above pre- 
war rates, leather prices cannot be 


. . . With our wage costs 


expected to return to the pre-1941 
range. Even if a.wild assumption is 
made about what 
prices will do, the present cost of 
manufacturing leather would pre- 


raw material 


clude any movement of the leather 
price level to the basis of the late 
1930's.” 


Pointing out that manufacturers 
of finished consumer goods face the 
same factors of cost in their pro- 
duction, Mr. Connett went on to 
say: 


“In the case of the shoe industry, 
many of us have felt for years that 
the public was not being correctly 
informed about shoe values. For 
one reason or another shoes have 
been grossly undervalued in the past 
and consumers have ignored and 
have never been educated to realize 
the inherent value in footwear com- 
pared to other commodities. In a 
sense the shoe business never got 
out of the depression of 1929-1933 
because the drought in 1934 created 
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HAROLD CONNETT 


President, Tanners’ Council of 
America 


surpluses of raw material which 
prevented leather and shoe prices 
from keeping pace with the recov- 
ery in general price levels. As a re- 
sult consumers as well as shoe man- 
ufacturers and retailers had and still 
have undervalued ideas about an 
undervalued commodity. 

“Very recently, I am glad to say, 
the shoe industry has acknowledged 
that there is a necessity for bring- 
ing about a change in consumer 
thinking, for educating consumers 
to recognize the tremendous value 
in shoes. Such an effort, if it is car- 
ried on conscientiously and with 
expert guidance, will be a service to 
the public as well as to the indus- 
try.” 

Commenting on present industry 
trends, Irving R. Glass, executive 
vice-president of the Council, dwelt 
upon the attention given by leather 
and shoe manufacturers to signifi- 
cant differences between post-War I 
and post-War II. “Most of the gen- 





eralizing and theorizing about de- 
velopments in the tanning industry 
during the early "20's were based 
upon specific circumstances which 
have not been and need not be wit- 
There is not the 
slightest warrant for assuming that 
what happened after 1920 must oc- 
cur again.” The Council's executive 
head emphasized the complete dis- 
similarity in the inventory picture 
of the leather industries currently 
in comparison with conditions a 


nessed again. 


generation ago. He brought out the 
far greater attention given by busi- 
ness generally to the role of inven- 
tory and the importance of correct 
inventory valuation for the elimina- 
tion of fictitious profits in the in- 
come account. 

Mr. Glass called attention to one 
of the paradoxical consequences of 
the unusual caution followed by re- 
tail distributors. “Since the first 
warning cries were raised last year 
many including shoe 
manufacturing and retailing, have 
endeavored to pursue ultra-cautious 
buying and merchandising policies. 
In the case of the shoe business this 
was exaggerated by the return of 
the classic difference of opinion be- 
tween volume distributors and vol- 
ume producers.” The speaker felt 
that insufficient recognition had been 
given to the return of a seasonal 
pattern and that the necessity of se- 
curing even minimum requirements 
for seasonal selling could produce a 
sharp impact upon markets in which 
caution was the prevailing thing. 
He pointed out that seasonal move- 
ments, accentuated by orders with- 
held for an unreasonably long time, 
should not be confused with long- 
range trends, since buying move- 
ments or surges do not make or 
reflect consumption. 

[TURN TO PAGE 92, PLEASE] 
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Panther-Panco Rubber Co., Chelsea, Mass. 


WORLD'S LARGEST MANUFACTURER OF COMPOSITI ON SOLES 
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Eyelets That Measure Up with Micrometer Precision 


United eyelets are produced with “engineered” accuracy. This means that each 
dimension is duplicated in each successive eyelet. This uniformity and reliability 


of product permits a steady rate of production at the eyeleting operation. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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design for success 


— @ Call it a “design for success.’ Or call it the 








“Fortune Formula.” Whatever you name it, the Fortune 
program is bringing volume sales to thousands of 
Fortune dealers. And it can do exactly that for you. 


Here's how: You merely take the Fortune brand 


gs (it’s famous for style and quality) ... and promote it in 
( V7, MME your own window (Fortune will furnish you with all 
~~ SHOES FOR MEN the window “tools” at considerably below cost). Then, with 


Fortune’s national ads to direct additional traffic your way, you, 
too, will join the growing parade of Fortune dealers who 

aré using this “design for success” for the profit of their own 
stores. Richland-Davidson Shoe Co., Nashville, Tenn. 


A Division of General Shoe Corporation. 
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ELASTIC THREAD 


















Ever notice how a pair of shoes are bought? 
First comes the eye-appeal of beautifully stylish lines 
and cut—then the “try-on” —the final decision. That is 
where the Elastic Fitting Durability of shoe goring clin- 
ches the sale. 

No slipping at the heel — no cutting at the instep — 
snug fit at the ankle. It means that today’s stylists demand 
shoe goring. 

Quality and Life of shoe goring depends completely 
upon the elastic thread. The name, “Carr-Fulflex” is your 
guarantee that this elastic thread is manufactured with 
the master watchmaker’s precision that insures durable 
long-life to your shoes. 


Carr - Fulflex 


INCORPORATED © BRISTOL, RHODE ISLAND 


ME QUALITY ELASTIC THRE” 





ELASTIC GORING 
for Durable Fit 
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The Shoe Customer 
Must Be Fitted 


Chapter Six in a Series of Simple Les- 
sons on Fundamental Requirements for 
Retail Success 


By EDWARD ROSE 


LET us turn back the hands of time twenty years and 
follow little Maizie Fertl as her father, Henry Fertl, 
brought her into the shoe store of the good old days 
for a pair of school shoes. 

The clerk slipped the old sneaker off one of Maizie’s 
feet, looked into it for size. The inside of the sneaker 
was dark with dirt and perspiration, so the clerk held it 
up close to his face trying to make out the numbers 
inside, wrinkling up his nose at the awful odor. He 
finally dropped the sneaker to the floor and went to 
the shelf for a tan and brown high shoe. 

He forced the shoe onto the child’s foot and laced it 
up. Maizie took a few steps, limping on the encased 
foot. The shoe hurt, she said. Where? her father asked. 
Maizie pointed to the front of the shoe. 

The clerk said he’d be glad to try on a larger size 
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but the shee on her foot certainly seemed big enough. 

Her father rapped the sole of the other shoe with 
his knuckles to make sure it was genuine leather, then 
felt the shoe on Maizie’s foot. Why, that shoe fit her 
all right. Children never knew what fit them or what 
didn’t fit them. 
Summer, he explained apologetically, and her feet had 
spread. 


Maizie’'d been wearing sneakers all 


That seemed logical enough to the clerk. Besides, as 
he pointed out, you never put on a new pair of shoes 
and wear them in comfort. You have to break them in. 

Of course, you have to break shoes in, Mr. Fertl 
agreed. Children don’t know anything. Put the other 
shoe on her, he ordered. She can break them in now. 

With the two shoes on her feet Maizie walked the 
carpet to see how they felt. They were still tight, she 
complained. 

This foolish stubbornness so annoyed Mr. Fertl that 
he gave her a slap to prove that the shoes fit, also that 
he was still boss in that family. He dragged the limp- 
ing Maizie out of the store after him muttering to 
himself about stupid children who didn’t know when 
shoes fit or that you had to break in a new pair of 
shoes. 

In those days shoes had to be broken in to fit the feet. 

Or vice versa. 

Remember the good old days? 

Today things are different. Today we have scientific 
measuring devices. Today we have better fitting lasts. 
Today we have everything that makes for better fitting 
of shoes. 

There's. only one trouble with today. 

Today we have statistics: 

“Doctors’ reports in a number of cities in Massachu- 
setts, the only state in the U. S. that requires examina- 
tion of school children’s feet at least once a year, in- 
dicate that 1) 75 per cent of those examined had im- 
properly fitted shoes. 2) The number of incorrectly 
styled shoes increased with age, concomitantly with an 
increase of orthopedic and superficial foot defects. 3) 
80 per cent wore stockings that were too short, with the 
same effect as improperly fitted shoes. 4) Children, 5 
to 10 years old, were 40 to 50 per cent foot defective, 
and children of high school age were 80 per cent defec- 
tive.” 

Well, what can we do to improve the situation? 

For one thing, we can review what we know of the 
science of shoe fitting. For another, we can pledge 
ourselves to do no more slipshod fitting, if that has 
been our fault. 

For practice, let’s do a review job of fitting on our 
old friend, Mrs. Fertl. Having greeted and seated her, 
having chatted a bit about the prize cats she raises, 
having shown our customer that we are men of good 
will, we proceed to remove BOTH her shoes. 

[TURN TO PAGE 9], PLEASE] 


77 








Study of a Children’s Shoe Operation 


[CONTINUED FROM PAGE 53] 


sales methods, his displays and his ad- 
vertising are al! carefully planned to 
sell these particular people children’s 
shoes. 

His customers purchase an average 
of three pairs per year for pre-school 
age children; four per year for primary 
and grade school groups. 

There is almost no price resistance 
so far as children’s shoes are con- 
cerned in Omaha, Mr. Brady told us, 
although there has been some small re- 
sistance to women’s shoes. He has a 
policy of talking price last of all (it 
has the minimum attention in his news- 
paper and window advertising.) He de- 
clares that if a retailer concentrates on 
the other factors in merchandising 
children’s shees, price always becomes 
of least importance. 

Correct sizes are the first point in 
the sale in the Brandeis children’s shoe 
department. No customer’s word is 
taken for size; clerks carefully explain 
that it is wise to make a measurement 
since “such a healthy youngster has 
probably grown a great deal” since the 
last fitting was made. 

Both feet are then measured. Shoes 
are selected to fit the larger measure- 
ment in every case, and the greatest 
stress is put on making certain that 
the child has ample toe freedom in the 
shoes that are purchased. 

Quality and price are today becom- 
ing analagous, Mr. Brady says, and 
the two should be sold together. No 
children’s shoes should ever be sold 
on a basis of price alone: quality for 
tne price should be the selling angle. 
His customers have been so well edu- 
cated on this point that they seldom 
discuss price; after the proper fit and 
style have been secured they inquire as 
to the quality of materials and work- 
manship in the shoes they are offered. 

Children’s shoe windows, Mr. Brady 
says, must always contain something 
to attract children. The quality and 
fitting guarantees are used in Brandeis 
windows, together with style features, 
to sell grown-ups. The main accent, 
however, is on attraction to the young- 
sters to secure their attention. The 
same theme is followed in the depart- 
ment itself where hobby horses, pic- 
tures of children’s radio favorites and 
other decorative touches make the 
children want to go to Brandeis. 

Mr. Brady uses the utmost care in 
selection of salespeople for his child- 
ren’s shoe department. He has found 
that all of his merchandising effort can 
be quickly dissipated by hiring the 
wrong types of people; particularly 
those not adapted to the rather nerve- 
wracking problems of selling children’s 
shoes. 

Most salespeople in the Brandeis 
children’s shoe department are in the 
middle-age group. Mr. Brady has 
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found that young people inspire less 
confidence in children or in their par- 
ents than do mature ones, and that 
older people have the patience anu 
control of temperament necessary to 
make good salespeople in the children’s 
department. 

Training in their jobs is first given 
all salespeople in the stockroom itself; 
every salesperson in Brandeis children’s 
shoe department knows every brand, 
make, type and style of shoe the store 
carries, and what is more, understands 
fully the particular qualities of every 
line. They are also taught the how 
and why of all special purpose shoes 
and when they should be sold rather 
than ordinary types. Great stress is 
placed on the store policy of “fit first” 
before any salesperson ever makes a 
sale. Salespeople who have no shoe 
experience are trained in the store’s 
bargain basement shoe division before 
taking over their duties in the child- 
ren’s department. 

How about holding the business of 
customers for children’s shoes? 

“We do that with our policy of in- 
sisting on correct fit,” Mr. Brady 
answered,” and with our personal guar- 


antee of every pair of shoes we sell. 
Using the manufacturer's guarantee is 
of little value to a shoe store or de- 
partment; after all, the customer has 
no contact with the manufacturer, and 
so far as the customer is concerned, 
the manufacturer is some strange indi- 
vidual hundreds of miles away. 

“But you are not; you are right 
there, and your store is a personal 
experience for the customer. When the 
store itself makes the guarantee the 
customer knows that since you are 
right there in his or her town that 
guarantee means something. And if 
you live up to that guarantee—well, 
it does!” 

The store uses some direct mail and 
some newspaper advertising, together 
with an occasional window display, but 
most of its selling effort is concentrated 
within the department itself and in 
radio spot announcements. The latter 
have been found to be most effective. 

Omahans are practical in most of 
their buying. They are as interested 
in comfort in the shoes they are buying 
as they are in style. National magazine 
advertising has a good audience in the 
area and a definite effect in creating 
shoe sales. Mr. Brady, in his depart- 
ment, always gives tie-in attention to 
the current national radio programs 
and children’s shoe advertising and has 
found them a powerful selling aid. 





Style Returns to the School Shoe Picture 


[CONTINUED FROM PAGE 50] 





Two versions of the popular moccasin pattern, certain to be seen in classrooms 
this Fall. Left, the moccasin-front blucher; Child Life from Herbst. Right, the sport 
moccasin, laced and tied; Bata Shoe Co. 


wine or green are especially good in 
rough surface leathers. Black suede 
has its place in the dressier types, par- 
ticularly in shoes for the older girl. 
Boys’ shoes show much heavy brogu- 
ing, and the heavy look is apparent 
even on those patterns with little 
brogue detailing. The moccasin ox- 
ford retains its popularity, as does 
the wing tip, and the straight tip is 


available in a number of interesting 
versions. 

Thus, school shoes for the 1947 sea- 
son offer possibilities which should ap- 
peal to every young customer. Stock 
them early, be sure that you have com- 
plete size ranges, tell your customers 
about them—and you'll see a nice sub- 
stantial business on these shoes for 
first Fall selling. 


Boot and Shoe Recorder 











Review of the 
Retail Trade 


[CONTINUED FROM PAGE 68] 


culty appears to be that most retailers 
have decided, perhaps unconsciously, 
to keep their inventories down to the 
near-scarcity wartime levels, in rela- 
tion to volume of turnover. The wide 
epen market that was anticipated 
when wholesale stocks loosened up as 
they have generally done, has not 
materialized, dealers are not stocking 
up to the levels formerly carried, and 
are continuing the practice of hand- 
to-mouth buying. 

Result, in turn, is considerable un- 
certainty at the wholesale level, be- 
cause demand and supply cannot be 
as accurately gauged as formerly. 
Color and style trends, such as the 
strong demand for patents in this ter- 
ritory, may swamp the existing sup- 
ply, and create an unbalanced distri- 
bution picture, as some veteran shoe 
travelers view the present situation. 

Green, blue, and red are. still re- 
ported as important colors here, with 
platform soles important. Typical re- 
port by leading retail stores indicates 
a dollar volume about equal to a year 
ago, but pair sales somewhat down. 


= * = 


OMAHA STORES REPORT 
SALES INCREASE 


SHOE stores and departments in 
Omaha, Neb., report dollar volume 
for the first half of the year approxi- 
mately 10 to 30 per cent ahead of last 
year, with the outlook for Fall selling 
exceptionally bright. Buyers are tak- 
ing everything they can get in good 
quality men’s dress shoes, while buy- 
ers of women’s shoes are ordering 
heavily in suedes, calf and kidskin 
shoes for Fall selling. 

Buyers see a good Fall season for 
red dress shoés, following a good 
early Spring season. The sling pump 
and sandals will repeat as best sellers, 
it was believed, while platform soles 
will be in demand, especially the one- 
half inch sole. High-fashion depart- 
ments look for continued strong de- 
mand for name-brand shoes selling 
around $20, while the chain stores 
and popular-price departments be- 
lieve that prices under $5 will be de- 
manded by their clientele. 

One chain store buyer said that 
white dress shoes have been best sell- 
ers since Easter, while the big de- 
mand before that was for red and 
other colors. This store had a good 


selection of whites in stock whereas 
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a number of the independent locals 
were unable to get delivery on whites 
early enough to catch much of the 
Spring business. An _ independent 
store reported that its white shoes did 
not come in until early June, but that 
the situation turned out well, since 
bad weather would have slowed white 
sales anyway. 

A buyer whose department has a 
large rural trade reported that farm 
girls have become increasingly price 
conscious since the first of the year. 


For years we have told the story of its 
quality with restraint. 
out about it, to some it might have 
seemed a little fishy. 
things about 
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The Balanced Bark Tannage 


For Men's, Women's and Children's Shoes 


we prefer to have you discover for your- 
self. It won't take long to see what an 
outstanding grade of sole leather can do 
to bolster your sales and profits, once 
you sell shoes bottomed with it. 
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Play shoe sales have been spotty. 
Brand names are increasingly impor- 
tant in casual shoe selling, it was in- 
dicated. 

Greatest consumer resistance to 
prices has been in children’s shoes. 
Men’s dress shoes continued to move 
briskly despite high prices, with 
little customer resistance in the $14 
bracket. Demand for brown calf in 
men’s shoes continues considerably 
greater with little immediate prospect 
of a change in the situation. 
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Coordination—Sales Opportunity for Fall 


[CONTINUED FROM PAGE 64] 


orders to assist shoe promotions. Better 
timing is the prime requisite for suc- 
cessful coordination. 

A word about coordination based on 
detailing: don’t go overboard on it or 
you will be writing leftover bags and 
belts out of stock. Contrasting viping 
or stitching are not too dangerous, but 
beware of fussy detailing carried out 
in every item. Most women want acces- 
sories which can be worn with more 
than one shoe pattern. Coordination 
based on type allows the widest margin 
for both buyer and consumer. Colors 
are usually staples, although the same 
leather or harmonizing texture are de- 
sirable. Primarily it is the mood of 
styling and leather which ties these 
shoes and accessories together. 

An early survey. of the market shows 
promise of good coordination opportun- 
ities for Fall, plus new styling which 
will make each accessory an item of 
fashion interest in its own right. 

Broadcloth has a place in Fall hand- 
bag stocks as it is well-liked with suede 
shoes. Manufacturers expect reptile to 
regain its full strength for Fall. Gold 
and silver piping trim suedes and 
broadcloths which team up with shoes 
having the same treatment. Top han- 


dles are most popular and appear on 
rather small but very roomy boxes, 
pouches, satchel and elongated types. 
While not of primary importance, the 
shoulder bag proves that it is here to 
stay; the envelope continues, but in- 
significantly. 

Fall shoe colors will be repeated in 
handbags: dark green, wine, grey, 
ruddy browns—and navy is also ex- 
pected to show up for Fall. Metallics 
have been applied to sueded leathers 
and reptiles, making chic highlights for 
day or evening costumes. 

Paris speaks of the “belt line” as 
something apart from the waistline 
since the latter fluctuates, moving 
downward at the moment. Belt makers 
take their cue and present narrower 
belts which will not interrupt the long, 
smooth silhouette. Wide belts are rele- 
gated to the realm of sportswear and 
seldom exceed two and a half inches; 
the best sellers are polo patterns or 
crushable capeskins and suedes. More 
belts are padded, and narrow styles are 
being made in tubular fashion. 

Sueded cowhide is shown in light 
colored sport belts and the call for pig- 
skin is increasing. Tailored gold kid- 
skin and reptiles in a myriad of colors 
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HEALTH ARCH 


Display it! It sells itself! The latest in corrective 
foot appliances. Gives full TRIPLE SUPPORT; 
lifts weakened bone joints, lifts arch to align foot 
structure, and cushions heel bone. 

The Scott Health Arch is scientifically fitted— 
especially treated to resist moisture. 

As a result of long experience, the Scott Health 
Arch is still unequalled for results. 
all sizes for men and women, $2.00 a pair; $24.00 
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are exceptionally good. Platinum pat- 
ent, dark green and wine are presented 
for coordination, and red stays near the 
top of the list. Metal jewelry belts look 
well on Fall clothes and make excellent 
gift items for later on. 

Buckles are usually gold, in accord- 
ance with current jewelry trends. Col- 
lar button fastenings have been bor- 
rowed from the French and small 
rhinestone buckles are lovely on dressy 
suedes. There is little interest in jewel 
or nailhead studding; however, em- 
blems still enjoy a fair popularity and 
fobs grow stronger. Piping, stitching, 
and perforations, some strung with 
dainty chains of beads of contrasting 
string, imitate the refinement of shoe 
detailing. 

The leather glove industry has many 
new thoughts for Fall. Detailing has 
been simplified and appears usually at 
the cuff, or over the wrist on a longer 
glove. The treatments used include 
fine embroidery, stitching, pinking, 
shirring, contrasting facing, buttons, 
metallic or ribbon lacing. A new metf- 
od of whip stitching, which includes 
lock stitches to prevent unraveling, 
promises to make that treatment more 
popular. 

Fall glove colors are in harmony 
with other leather and fabric colors. 
There will be wine, grey, dark green, 
some pastels, many shades of brown 
and beige. 
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Calfskin Rise May Influence Style Trend 





Price Differential Likely to Result in Increased Use of Goatskins and 
Other Leathers, NSMA Suggests. 


New York — There is a distinct 
possibility, it is believed here, that 
there may be another increase in the 
price of women’s calf leather shoes, at 
least, as the result of a sharp advance 
in prices paid for hides and skins in 
the Chicago market accompanied by 
trading so heavy that big packers felt 
compelled to withdraw further offer- 
ings. In the case of calfskins, the 
price, just prior to this action of the 
packers, had reached a peak approxi- 
mating that of 1920. 

Trade authorities, though not wholly 
in agreement as to the immediate fu- 
ture, are nevertheless unanimous in 
pointing out that that all elements in 
the industry are aware of the danger 
which exists and are workin in concert 
to find a solution of this problem with 
its distinctly inflationary possibilities. 
Hide buyers have been told by one 
authority that the buying “of skins and 
light hides more nearly approached the 
inflationary type of operation than any- 
time since the removal of ceilings. 
Based on past records, present levels 
are in the danger zone, and all protec- 
tive measures possible should be ap- 
plied to future operations.” 

Another authority, speaking from the 
viewpoint of the shoe manufacturer, 
argues, however, that the swift ad- 
vance, particularly in the case of calf- 
skins, both light and medium, may have 
a salutary effect. Pointing out that 
prices of these skins have been held 
down by more or less artificial means 


to date, he says he believes that leather 
prices based on inflated prices of skins 
will bring into sharp focus the dif- 
ference in price between calf leather 
and other leathers which may be used 
as substitutes for that leather. 

Taking much the same viewpoint, the 
National Shoe Manufacturers’ Associ- 
ation, in its June 13th bulletin, says: 

“Now that a general change in busi- 
ness sentiment has become apparent, it 
is not suprising that it should be re- 
flected in calf prices, especially since it 
is clear that the seasonal increase in 
calf kill, which has already passed its 
peak, was insufficient to satisfy the de- 
mand. Light skins particularly will be- 
come progressively short as the year 
goes on. At the present time, approxi- 
mately 40 to 45 per cent of packer 
skins are light weight, but in the Fall 
virtually all packer skins will be heavy 
ones. No one, of course, knows how 
long the unprecedented demand for 
calf leather will continue. It is becom- 
ing increasingly evident, however, that 
‘normal’ differentials between skins of 
various types are unimportant unless 
they reflect the demand for leather of 
various grades and types. 

“The goatskin supply continues to 
improve. In April 3.3 million skins 
were imported and the prices of goat- 
skins in foreign markets continue to 
show moderate declines. Sooner or 
later, the supply of cattlehide and goat- 
skin leather wil] exert a competitive 
influence on calf.” 





Price Resistance Eases 
At Omaha Show 


OMAHA, NEB.—The eleventh semian- 
nual market week of the Midwestern 
National Shoe Travelers Association 
differed from other shows around the 
country, salesmen showing here agreed. 
Buying was easier at the three-day 
show which closed May 20. Representa- 
tives of the firms showing said that 
price resistance in this area apparently 
is easing off. 

A total of 102 salesmen reported that 
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three hundred merchants came from 
Nebraska, Iowa, South Dakota, Minne- 
sota, Kansas, Colorado, and buying ex- 
ceeded expectations. 

The association held one of its most 
successful pre-market parties May 18. 
Salesmen filled the Paxton Hotel ball- 
room to overflowing. Next market of 
the association will be held in mid- 
November, also at the Paxton Hotel. 

New burgundy colors were favored in 
men’s shoes. Most popular patterns 
were moccasins, broguish types and 
wing and straight tips in the high 
styles. Loafers were much in demand. 


International Shoe Co. 
Executive to Retire 


Sr. Louis, Mo.—Robert Lide Jordan, 
general manager of the Roberts, John- 
son and Rand Branch of the Interna- 
tional Shoe Company, will close a 36- 
year career in the shoe business on 
July 31 when he retires as active head 
of the Branch, as a member of the 
Board of Directors and the Executive 
Board of International Shoe Company. 





ROBERT 1. JORDAN 


Mr. Jordan came to St. Louis in 
1904 from Arkadelphia, Arkansas, fol- 
lowing his graduation from Ouachita 
College there. He worked about a year 
with the St. Louis World’s Fair Asso- 
ciation, later joining the Sanders Duck 
and Rubber Company, where he be- 
came manager of the Credit Depart- 
ment. 

He joined Roberts, Johnson and Rand 
in 1911, assuming duties in the credit 
department, later becoming credit man- 
ager for the branch and still later cred- 
it manager for the International Shoe 
Company. 

With his wife, Mrs. Nadine G. Jor- 
dan, he plans to spend a part of his 
time traveling, fishing and hunting, as 
well as devoting more of his leisure 
time to his four-year-old granddaugh- 
ter, Sudie Jordan Black, daughter of 
Mr. and Mrs. Robert A. Black, Jr., his 
son-in-law and daughter. 

[TURN TO PAGE 91, PLEASE) 











Unusual Features Mark Milwaukee’s Newest Shoe Store 





Zebra-striped hangings in the windows and rebra-patterned 
paper above the shelving inside the store are unusual fea- 
tures of this newly-opened Charles Strauss Shoe Shop in 


MILWAUKEE, Wis.—An independent 
shoe merchant, Charles Strauss, has 
zoomed into the retail picture in down- 
town Milwaukee. Recently Strauss, 
with his two sons-in-law, Philip T. 
Bliwas and Harold R. Albert in part- 
nership, opened the Charles Strauss 
Shoe Shop, Milwaukee’s newest shoe 
store, at 214 E. Wisconsin Avenue. 

Strauss handles the Weyenberg shoe 
line exclusively, carrying one of the 
most complete stocks of any merchant 
on the avenue. The store has a capac- 
ity of approximately 6000 pairs of shoes, 
2000 of which are easily accessible in 
the selling area. The balance is kept 
in an auxiliary basement stock room. 

That the store has attracted the eyes 
of shoe-minded Milwaukeeans is easily 
conceivable. Tigar wood panels set in 
a huge checkerboard design form the 
back wall of Strauss’ attractive win- 
dows. To further aid this already 
pleasant contrast, zebra-striped hang- 
ings fall full-length from ceiling to 
floor. The ornate low display tables 
are also covered with the zebra cloth. 
Windows extend back, in stagger 
fashion, 12 feet from the sidewalk, and 
are indirectly lighted. 

The foyer is unusual in that it is 
used as a sales area for accessories 
such as belts, braces, and hosiery, and 
it also has the service desk. It has 
several illuminated shadow boxes, in- 
directly lighted. The wall of the foyer 
is done up with the same tigar wood 
panels as the windows. 

Arm-length-high wall cases are the 
feature of the Strauss selling area. Nu- 
merous, indirectly shadow boxes are 
set into three walls at regularly spaced 
intervals, with the box in the center 
rear wall mirrored, adding extra depth 
to the store. 


Modern decor is used throughout. 
Wood trim is walnut. The ceiling cor- 
nices and ornamental trim are in char- 
treuse. A two-tone green, leaf pattern, 
carved carpeting has been used to cover 
the floor of the area. 

Eighteen customer chairs are blond 
and of laminated bentwood construction, 
with cocoa brown leather seats and 
backs. An X-ray machine, now on or- 
der, will also be in the light wood to 
match the chairs. 

Strauss is a veteran of 25 years of 
shoe retailing, although this is his first 
venture into the men’s shoe business. 
Formerly he operated a chain of 10 
women’s shoe stores in Wisconsin, In- 
diana and Minnesota under the name, 
“Strauss Modern Miss Shoe Store,” 
with headquarters in Milwaukee. 





Chicago Retailer in 
Radio Broadcast 


Cuicaco, ILL. — Carl H. Fliessbach, 
general manager of the Walk-Over 
Stores Chicago Division, was recently 
honored by being chosen as spokesman 
for the city’s shoe retailers in a radio 
broadcast conducted from Station WLS 
by Kay Howard, fashion adviser and 
women’s editor of this city’s “Down- 
town Shopping News.” 

Commenting on his own company in 
reply to auestions put to him by Miss 
Howard, Mr. Fliessbach gave an inter- 
esting summary of the history of the 
George E. Keith Company and the 
origin of the Walk-Over name. Asked 
about shoe styles, with special ref- 
erence to what changes may come about 
because of the lengthening of women’s 
skirts, he recalled that in the days 
when skirts were really long—down be- 
low the ankles in fact—women wore 


Milwaukee which has a capacity of approximately 6,000 
pairs of shoes. Windows extend back, in stagger fashion, 
12 feet from the sidewalk, providing large display space. 


pointed toes. “There’s quite a lot of 
controversy,” he pointed out, “whether 
longer skirts will bring back narrow- 
toed shoes. In my opinion, if skirts get 
really long, shoes will have narrow 
toes. Just how soon, depends on how 
fast skirts come down.” 





Store Modernization Show 
To Be Held in New York 


New York — Both the New York 
Chapter of the American Institute of 
Architects and the General Electric 
Company have planned unusually in- 
structive exhibits as part of the First 
Annual Store Modernization Show, to 
be held in this city at the Grand Cen- 
tral Palace, July 7 to 12. 

Under the chairmanship of Morris 
Lapidus, a committee of the A. I. A. has 
devised, not the conventional showing 
of store fronts and interiors but rather 
a working exhibit designed to show 
what constitutes a good store other 
than mere good looks. Diagrams, photo- 
graphs and printed messages will be 
used to show that the architect’s aim, 
in addition to achieving beauty, is to 
organize spaces with a view to getting 
into them the most activity; in other 
words, the creation of spaces in which 
selling can be most easily and efficiently 
done; and how a selling atmosphere is 
created by the use of color and light. 

The General Electric display, as 
described by a spokesman for the com- 
pany, is primarily educational. “The 
display,” it is announced, “will picture 
and explain the ‘Three A’s’ of store 
lighting — attraction, appraisal and 
atmosphere,” in which effort the com- 
pany will be joined by leading fixture 
manufacturers, many of whom will in- 
troduce completely new fixtures. 
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Discusses Fall Fashion 
Picture 

New York—A fashion release dis- 
cussing Fall styles and colors in 
leathers and fabrics has been issued 
by Doris V. Beechman of The Ohio 
Leather Company. 

The release cites black as the leading 
color in ready-to-wear and explains the 
importance of color families, such as 
beige to brown or yellow-green to a 
dark forest shade, as opposed to indi- 
vidual colors. Colors in leathers for 
shoes and accessories have been planned 
to go with these overall] color ranges. 

Miss Beechman stresses the impor- 
tance of matching shoes and bags, stat- 
ing the belief that “shoes are geared 
to ready-to-wear fashions, and the im- 
portant accessories that go along must 
be given serious thought as well.” She 
adds that Fall will be another big belt 
season, saying, “We see belts on 
tailored and dressy clothes that in them- 
selves offer a theme for coordination 
and promotion.” 


Canadian Demand for 
Color Strong in Spring 


TORONTO, OnTaRtI0O—The demand for 
color during the past season in the 
larger centres of Canada was strong. 
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Some stores reported the greatest color 
season in their history. 

There was an enormous cali for blue 
shoes but this was artificially swollen 
by the shortage. Few stores had any 
substantial quantities of them and con- 
sequently the “shopping around” pro- 
cess exaggerated the apparent demand. 
There was likewise a big demand for 
grey, but practically none of it was 
available. 

Red sold in volume. One shoe de- 
partment sold $600 worth of one red 
number in a single hours! It is a little 
difficult to place the colors in order of 
their popularity, because of shortages 
in certain colors. 





Challenges Writer on 
Shoe Cost Accounting 


CoLumsBus, On10—J. L. Davis, trea- 
surer of The H. C. Godman Company, 
takes exception to a statement made 
in an article entitled “Accounting in 
the Shoe Manufacturing Industry,” and 
published in The Journal of Accoun- 
tancy, to the effect that “less than 20 
per cent of the shoe companies in ex- 
istence today have cost accounting sys- 
tems in use.” 

Mr. Davis maintains that this state- 
ment is incorrect unless the author of 
the article, Louis E. Zraick, meant that 
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less than 20 per cent of the shoe com- 
panies in this country have cost ac- 
counting systems similar to the one 
suggested in his article. In a letter to 
the editor of The Journal of Accoun- 
tancy Mr. Davis continues: 

“One would gather from Mr. Zraick’s 
article that from a cost accounting and 
cost system standpoint the shoe indus- 
try is very much different from any 
other industry when, as a matter of 
fact, the fundamental principles of 
practical cost accounting and practical 
cost systems are the same for any 
industry, but this seems to be a fact 
that few writers on accounting are 
willing to admit. 

“Mr. Zraick also makes the state- 
ment that ‘It is well to understand 
that the following costs should always 
be excluded from direct labor: make- 
up pay, overtime premiums, vacation 
pay, bonus paid to labor made volun- 
tarily by the management and not re- 
quired by union contract, union holiday 
pay.’ 

“This is another way of saying that 
any money paid to production workers 
as required by state or federal laws, by 
collective bargaining or otherwise, is 
not a direct labor cost. In my opinion 
this is ridiculous, and under present 
national compulsory collective bargain- 
ing such an accounting procedure will 
be there to haunt you.” 
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Younger Generation Visits Shoe Factory 





Front row, lett to right—Alan Darling, executive trainee; Jean Reed Keith, vice- 

president, Geo. E. Keith Company; James S. Crawford, Peoria, lil.; Hal Burge, 

Asheville, N. C.; James F. Condon, Charleston, S$. C.; David Hazelton, executive 

trainee; Robert F. Garneau, Lawrence, Mass.; back row, left to right, Ernest F. 

Stadler, Jr., New York City; Carlton L. Garland, Jr., Baton Rouge, La.; Scott Burge, 

Asheville, N. C.; Harold A. Read, Jr., Binghamton, N. Y.; and Alan Winslow, Evans- 
ville, Indiana. 


BROocKTON, MASS.—Nine young shoe 
men, all of them sons of Walk-Over 
shoe dealers, and all associated with 


their fathers in retail stores, were 
guests at the Geo. E. Keith Company 
plant recently, where they learned 


how Walk-Over shoes are made. 
The visit calls for inspection tours 


through various departments of the 
campany, as well as meetings with 
company executives. It is not “all 


work and no play” for the visitors, 
however, as entertainment will include 
meals at some of the district’s more 
famous eating places, golf and cards 


at the Country Club, and a baseball 
game in Boston. 

In general charge of the activities of 
the group is Jean Reed Keith, vice 
president, assisted by two of the com- 
pany’s executive trainees, Alan Darling 
and David Hazelton. 

The visiting delegation includes Hal 
and Scott Burge, Asheville, N. C.; 
James F. Condon, Charleston, S. C.; 
James S. Crawford, Peoria, Ill.; Carl- 
ton L. Garland, Jr., Baton Rouge, La.; 
Robert F. Garneau, Lawrence; Harold 
A. Reed, Jr., Binghamton, N. Y.; 
Ernest F. Stadler, Jr., New York City; 
and Alan Winslow, Evansville, Indiana. 





Proposed Bill Protects 
Retailer from Discrimination 


WASHINGTON, D. C.—The recently 
formulated “Independent Merchants 
Act” has been published by the Senate 
Judiciary Committee, which drew it 
up, and the proposed legislation will be 
studied by the Department of Justice, 
Federal Trade Commission, and the 
Department of Commerce. The bill is 
“to preserve small businesses within the 
framework of the anti-trust laws, as 
applied to the distribution of products 
and wholesale pricing. .. .” 

Basically, the proposal will outlaw 
price discriminations resulting from 
fictitious or unreasonable quantity dif- 
ferentials made by the manufacturer. 
To do this the legislation will make 
maximum quantities (the largest quan- 
tity of any product normally sold and 
delivered at wholesale to one purchaser 
at one time and at one place), normally 
delivered at one place and at one time, 
the quantity discount ceiling. 

Another important clause provides 
that the manufacturer be required to 
sell maximum delivered quantities at 
wholesale at a price lower, by a reason- 


able margin, than his lowest current 
retail price for the same product in 
his own company. 

The bill also provides that “private 
Brands” shall not be sold in maximum 
quantities at less than the wholesale 
rates applicable to independent dealers 
for equivalent standard brands of the 
same manufacturer. 





Daniel J. Danahy Honored 


New York—Daniel J. Danahy, vice- 
president and treasurer of the H. H. 
Brown Shoe Co., Inc., of Worcester, 
Mass., and president of the New Eng- 
land Shoe and Leather Association, was 
awarded the honorary degree of Doc- 
tor of Humane Letters at the annual 
commencement exercises of Fordham 
University, June 11. 

The citation accompanying the de- 
gree said in part: “Daniel Joseph 
Danahy has won the highest award of 
life in his own high-mindedness and the 
good opinion of his fellow men. A 
man self-made by honest toil, without 
benefit of renown or fortune, he has 
risen to the top of his chosen branch 
of industry.” 
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People 


Jack Freedman, who was previously sented with a wrist watch by the com- States. Max Fiedler is mamager of the 


connected with Edison Company as pany. He was formerly w 


ith the same company, and also president of the 


manager of several of their Leed’s shoe company in New York before coming tour committee of the Swiss Friends of 


stores, recently opened his own shoe to Detroit. 


the U. S. A., sponsors of the tour. Max 


department in Margail Smart Fash- - 2S W. Wittstock is director of the com- 
ions store, 11351 Santa Monica Blvd., Two officials of Bally’s Arola Shoe pany. 
Los Angeles, Calif. He is carrying ex- Company, Zurich, are among the 27 .s 


clusive, well-known brands of wo- 
men’s footwear. 

Gabriel and Daniel Meretsky who have 
disposed of the second of their units of 
Gabriel Shoe Store, a local chain, in re- 
cent months, are now operating two 
stores only—on Michigan Avenve in 
Detroit and in Port Huron. The store 
at 10523 West Jefferson Avenue in the 
suburb of River Rouge has been sold 
to Ben Lederman, who is taking it over 
under the name of Linda Shoes. Leder- 
man was formerly with the Schiff Shoe 
Company in Detroit stores for about 
ten years, but has not operated a 
store of his own hitherto. 

” * 7 

Harry Karnow, manager of the shoe 
department at Lane Bryant, women’s MAX FIEDLER 
wear store in Detroit, for the past 23 





. H. R. Levy of Philadelphia announc- 
es that he has contracted to sell Lotus 
shoes from England, as well as the 
men’s shoe line made by Hill Bros., of 
Hudson, Mass., and the men’s leather 
slipper line made by the Abbott Shoe 
Co., of North Reading, Mass. 


Ben Rosenberg, manager of the For- 
sythe Shoe store in Baltimore, Md., for 
the past 20 years, has just taken over 
the management of the Washington, 
D. C., unit, after four months of man- 
aging the Philadelphia store. The For- 
sythe store in Baltimore will change its 
location in January, 1948. Mr. Rosen- 
berg has been connected with the shoe 
business for 25 years, four of which 


years, celebrated his 25th anniversary Swiss businessmen who arrived in New were with Wm. Hahn & Co., of Balti- 
with the firm this month, and was pre- York June 9th for a tour of the United more and Washington, D. C. 
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Shoe Notables Attend Store Opening 
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Among the shoe men who gathered for the Pedicure shop opening were, left to 
right: Milton Klein and S. N. Phelps, of the W. B. Coon Co.; Al Goldstein, Freeman 
Shoe Corporation; Irving B. Procane, Pedicure's president; Elmer M. Fischer, presi- 
dent of W. B. Coon Co.; James A. Munroe, sales-manager of E. T. Wright & Co.; 
Jack Y. Kriveloff, secretary-treasurer of Pedicure; Harold Burnett and Joseph 
Schmitt of E. T. Wright & Co.; and Maxwell R. Leach, Pedicure's general manager. 
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Will Export to Cuba 


New YorRK—William Manowitz, sales 
director of Hussco Shoe Company, has 
just returned from a flying trip to 
Havana, in answer to a request for a 
Huskies distributorship from one of 
the oldest and largest wholesalers in 
Coba, “Casa Vassallo.” The distributor- 
ship has already been instituted and 
the first shipment of Huskies will be 
going to Cuba soon. 

In addition to the new Cuban dis- 
tributor, Hussco has also added to its 
family of distributors, Stephen Putney 
of Richmond, Va., who has been serv- 
ing retailers for the last 130 years. 


New YoRK—A reception attended by 
several hundred friends and including 
well-known shoe men marked the open- 
ing on June 17 of the new Pedicure 
Shoe Shop at 38 West 34th Street, one 
door east of its former and smaller lo- 
cation. 

Women’s shoes, sold on the street 
floor, are fitted in individual booths 
after measurements have been taken 
with the aid of precision devices. Each 
booth, of which there are 11, has a com- 
fortable chair for the customer, a fit- 
ting stool for the salesman and a full- 
length mirror. While waiting for their 
favorite salesman, customers relax in 
the outer salon, carpeted in green with 
a wide margin of cerise tile. Salon 
walls are a combination of walnut 
wood, mirrors and old rose. 

Equally tasteful is the lower level 
where men’s shoes are sold. There the 
green carpet contrasts with wall paper 
predominantly yellow and green. Chairs 
are uvholstered alternately in blue and 
in red leather. 


The windows, designed for the open- 
ing by Murray Olsher, Pedicure’s dis- 
play director, received favorable com- 
ment. 


Campus Shoe Store 
Celebrates 15th Year 


BLOOMINGTON, IND.—Starting with a 
partnership fifteen years ago, S. W. 
Schwartz who came to attend Indiana 
University and never left Bloomington, 
and Ross A. Richardson, who operated 
the Walk-Over Boot Shop at that time, 
the R & S Boot Shop has expanded into 
a chain of three stores, two others be- 
ing located in Kokomo and Greencastle, 
Ind. The firm is celebrating its 15th 
Anniversary with a 15 per cent price 
reduction on all footwear in their stock. 
Many former I.U. students from the 
store by mail after their graduation, 
expressing their preference for color 
and style. 
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Bradley Dewey Awarded 


Medal of Merit 


New YoRK.—-Bradley Dewey, presi- 
dent of the Dewey and Almy Chemical 
Company, Cambridge, received the 
Medal of Merit, one of the nation’s 
highest awards, at a simple but im- 
pressive ceremony held recently at the 
Commandant’s quarters, U. S. Naval 
Shipyard, Charlestown. 

Rear Admiral Morton L. Deyo, USN, 
Commandant of the First Naval Dis- 
trict, made the presentation in behalf 
of the Secretary of the Navy. 

The Medal of Merit was awarded by 
the President of the United States to 
Mr. Dewey for his outstanding services 
to the United States as Deputy Rubber 
Director from September, 1942, to Sep- 
tember, 1943, and as Rubber Director 
from September, 1943, until September, 
1944, and for his services as chairman 
of the Guided Missiles Committee of 
the Joint Chiefs of Staff from Febru- 
ary, 1945, until May, 1946. 

The citation accompanying the 
award was signed by President Tru- 
man and read: “To Bradley Dewey, 
for exceptionally meritorious conduct 
in the performance of outstanding ser- 
vices to the United States from Sep- 
tember, 1942, to May, 1946. Mr. Dewey, 
as Deputy Rubber Director from Sep- 
tember, 1942, to September, 1943, and 
as Rubber Director from September, 
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BRADLEY DEWEY 


1943, to September, 1944, was largely 
responsible for the tremendous expan- 
sion of the synthetic rubber industry 
which made possible the production of 
the rubber essential] to the successful 
prosecution of the war. His unusual 
executive ability and scientific training 
were of great importance in this 
achievement. As chairman of th 
Guided Missiles Committee of the Joint 
Chiefs of Staff from February, 1945, 
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to May, 1946, he coordinated the re- 
search and development activities in a 
new and important field of weapons. 

“Through his superior qualities of 
leadership and good judgment, Mr. 
Dewey gained the respect and confi- 
dence of all members of the Committee, 
resolved differences on highly contro- 
versial matters, and promoted team- 
work among the Armed Services. 
Under his guidance the Committee for- 
mulated and recommended a national 
program for guided missiles which, as 
adopted by the Joint Chiefs of Staff, 
defined national policy in this field. 
The services performed by Mr. Dewey 
were rendered with outstanding dis- 
tinction, reflecting credit to the Govern- 
ment of the United States, and con- 
tributing materially to the successful 
prosecution of the war.” 

Awarded only by the President of 
the United States to civilians for ex- 
ceptionally meritorious conduct in the 
performance of outstanding services in 
the war effort of the United States and 
its Allies, the Medal of Merit is con- 
sidered to be the civilian equivalent of 
the Distinguished Service Medal award- 
ed to military personnel. To date, less 
than three hundred Medals for Merit 
have been awarded. 

Serving as chief of the Gas Defense 
Division in the Chemical Warfare Ser- 
vice in World War |, Mr. Dewey left 
the Army as a Colonel arid received 
the Distinguished Service Medal. 
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announces 


Industry 


327 WEST 36TH STREET 


New Autumn Colors for the Shoe 


PLASTICSUEDE® 


The Only Genuine PLASTICSUEDE* ° 
by PINE HILL PRODUCTS CO. 





*Reg. Trade Nome by PINE HILL PRODUCTS CO., 264 Fifth Avenue, N.Y.C. 


Manufacturers of 
PLASTICSUEDE* Strippings, Tubu- 
lars, Bindings, Weltings and other 
pA shoe products by 


CASTLE TRIMMING CO., INC. 


NEW YORK, N. Y. 











FLEXIBLE SPLITS 


for inner soles! 





Flynntan vegetable tanned fiex- 
ible splits for insoles are used by 
leading makers of quality shoes. 
They ore extra strong, channel 
well, and hold stitching firmly. 
Because they are smooth and 
extremely flexible, they add 
comfort as well as quality to 
fine shoes. 





John Fly 


SALEM 


nn & Sons, Inc. 








New Store Opened 


WEsT PALM BEACH, FLA.—What was 
formerly known as Richard’s is now 
the Selby Shoe Shop and has opened 
in a new building at 207 Clematis 
street, under the management of Ran- 
dolph W. Pinder. The new shop, air 
conditioned, is modernistic in treat- 
ment. Against a cypress green back- 
ground and under a vaulted ceiling of 
cay lime are set the cool blonde maple 
furnishings, broken by upholstery in 
yellow, seagrape and Spanish moss 
grey. 

The shop is served by Muzak so chat 
customers May “shop-to-music.” Both 
men’s and women’s shoes are stocked. 


Fashion Fair to Be 
International Next Year 


New YorkK—The Fashion Fair, an 
exposition of every phase of the wo- 
mens apparel industry, was presented 
in Madison Square Garden from June 
12 through 21 by Leader Enterprises, 





Jinx Falkenburg, of radio popularity, and 

Lew Parker, well known comedy actor, 

emcee for the Theater of High Fashion 

ot the Fashion Fair presented in New 
York, June 12 to 21. 


Inc. The Fair will be an annual event, 
national this year and international 
hereafter. 

Consisting of a number of fixed ex- 
hibits of ready-to-wear, shoes, acces- 
sories, and lingerie for women and 
girls, the Fair was highlighted by a 
series of fashion shows presented on 
schedule throughout each day. Each 
show appeared on its own stage, with 
several professional entertainers tak- 
ing part. The largest presentation was 
the Theater of High Fashion, presided 
over by Jinx Falkenburg, radio star; 
she was assisted by Lew Parker, stage 
and screen comedian, and several other 
entertainers. Clothes chosen by Made- 
moiselle and Charm magazines, cos- 
tumes by Prince Matchebelli and 
Hermes of Paris, and formal clothes 
by many New York designers were 


included in this show, in addition to a 
wedding party dressed completely i 
light weight wool. Miss Falkenburg 
also wore several changes of costume 
by manufacturers contributing to the 
Fair. 

The two shoe manufacturers taking 
part in the Fair were Capezio and 
Carlisle. Their shoes were on exhibit 
and were also worn by the models in 
the fashion presentations. 

Governor Thomas E. Dewey 
honorary chairman of the Fair and 
Tex McCrary, radio producer and 
commentator with his wife, Jinx Fal- 
kenburg, was chairman. The Fair was 
produced by Leon Leonidoff, director 
of the Radio City Music Hall, and de- 
signed by Raoul Pene duBois. 


was 





Five New Fall Colors Mark 
Move to Darker Tones 


NEw YorRK—Five new colors of de- 
cided individuality, reflecting the strong 
fashion favor for darker tonalities, are 
featured in the Confidential Advance 
Hosiery Card for Fall, 1947, just issued 
by The Textile Color Card Association 
to its members. These nylon shades are 
Sunnibrown, a rich burnished version; 
Mistique, a muted smoke taupe; Bronze- 
skin, a dark brown of bronze under- 
tone; Romance Beige, a warm sun- 
drenched type, and Black Beauty, a 
dusky off-black. 

Each of these hosiery tones has been 
especially created to effect a smart and 
flattering complement to important cos- 
tume and shoe colors for the coming 
Fall and Winter. 





Wins U. S. Shoe Award 
For Display 

CINCINNATI, OHIO—Frank D. Behr- 
ens, display manager of the Alms & 
Doepke Company, Cincinnati depart- 
ment store, was adjudged winner of 
second prize in the Group A depart- 
ment store classification of Gold Cross 
Shoe window displays. 

Behrens won the award given by the 
U. S. Shoe Corporation, Cincinnati. 
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The Efficient Way To Reach 
The Great Indian Shoe Market 


Jootwear 


BOMBAY, INDIA 


HINDI 


Excellent and Growing Circulations To Principals 
In All Branches Of The Indian Shoe Industry 


Address All Inquiries To: 


THE INDIAN FOOTWEAR 
195 HORNBY ROAD, FORT 
BOMBAY, INDIA 








Tarlow’s 73. Fuller’s 78 Win 
At Boston Golf Tourney 


Boston, Mass.—Arthur Tarlow of 
Brockton, William Fuiler of Salem and 
Francis Shea of Quincy walked off with 
the prices for low gross scores in their 
respective divisions at the annual golf 
tournament held by the Boston Boot 
and Shoe Club at the Wollaston Golf 
Club on June 10, and a team repre- 
senting the shoe industry of the Boston 
district defeated one from Philadelphia 
in a side match by the score of 17% 
to 9%. 


More than 200 members and guests 
of the club competed, play starting in 
the morning and being resumed fol- 
lowing an excellent buffet lunch, one of 
the many features arranged by a com- 
mittee headed by F. C. Donovan. Win- 
ners, all of whom received prizes of 
articles made of leather, were: 


Manufacturers’ Division: David Ru- 
bin, 91-67; Arthur Tarlow, 73-69: D. 
C. Boyle, 84-70; Harry Flint, 88-70; 
William Freeman, 89-71: J. C. Mackay, 
89-73; William Fagan, 103-73; Ed El- 
lison, 82-74; W. H. Larkin, 104-74: 
Earl Spaulding, 95-74; Ralph Bunker, 
92-74; Art Leopold, 97-74; Carl Bauer, 
83-74; Richard Tarlow, 90-75: Francis 
Shields, 82-76; E. Tarlow, 96-76: L. 
Kalmberg, 96-76; R. J. Potvin, 97-77: 
S. M. Patterson, 93-77; I. Tarlow, 
96-77; John Foote, 95-77. 
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Leather Division: M. Shuman, 96-66; 


H. B. Langmaid, 89-71; E. T. Cady 
101-71; Jack Murphy, 96-72; M. F. 
Flynn, 89-73; John Filloon, 80-73; 





F. C. DONOVAN 


George Fuller, 81-73; George O’Brien, 
101-73; William Fuller, 78-73; A. W. 
Horowitz, 98-74; S. H. Geilich, 97-74; 
M. Lowenstein, 104-74; G. W. Sweeney, 
105-75; K. L. Shevenell, 99-75; D. E. 
Price, 94-75; Leo Deninger, 94-75. 


Allied Division: Ray Ryan, 98-68; 
S. M. Griswold, 89-69; J. A. Herbin, 
94-69; L. H. Lansky, 92-70; K. Wins- 
low, 90-70; Fred Abbott, 85-71; Joseph 
Corcoran, 81-71; Fred Damon, 101-72; 





Men’s Goodyear Welt 


Quality Loafers 
Rich top grain saddle leather uppers 


e Neolite or Avonite soles 


e Snug fitting counters 
e Leather innersoles 
e Neolite toplifts 
« Leather Heels 
Available in: 


B Width 8 to 12 
C Width 7 to 11 
D Width 5 to 12 


— Antiqued Brown 
* Golden Brown 
Minimum orders . . . 12 prs. 


E. Aisner, 88-72; Charles Eck, 103-73. 


Members of the committee in charge, 
in addition to Chairman Donovan, were 
James Gormley, Frank Masterson, 
Louis H. Savage, William Doyle, A. D. 
Knight, J. S. Lanigan, C. H. Moore, 
Jack Sandler, T. Kenyon Holly, Willard 
Howard, Daniel Keeler, Roy Maling, 
E. J. McCarthy, Francis Shea and 
Charles Slosberg. 


New York Shoe Club Will Hold 


Annual Dinner at Chicago 


New YorK — “Rabbit” Maranville; 
yne of the great shortstops of all time, 
and “Dolly” Stark, famed baseball um- 
pire, both guests of honor at a recent 
dinner of the New York Shoe Club in 
the Hote] McAlpin, here, predicted that 
the St. Louis Cardinals, now occupying 
next to last position in the National 
League pennant race, would win the 
1947 National League flag. The two 
men, in separate talks, held the closest 
attention of the New York shoe men, 
who were perspiring but happy. 


A. H. Plotkin, president of the Shoe 
Club, announced near the close of the 
meeting that the annual dinner and en- 
tertainment of the Shoe Club would be 
held during the National Shoe Fair this 
Fall in Chicago, for the first time in 
the history of the organization. 
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Special Service Sells Infants’ Shoes 


B. Altman & Co., with a Three-Month Check, Careful Fitting and 
Clever Advertising Disprove Theory That Mothers Will 
Not Bring Babies into Big City 


New YorK—The ABC infant’s shoe 
shop in Altman’s, here, may justifiably 
feel that it is sitting pretty this year. 
According to the 1947 first quarter 
report on the birth rate in the U. S., 
chances are that 4,000,000 youthful 
Americans will be spanked into this 
vale of tears these twelve months, com- 
pared to the prewar average birth 
rate per annum of 2,500,000. Altman’s, 
perhaps anticipating this halcyon crop 
seven years ago when the infant’s shop 
was launched, now finds itself the only 
department store in New York City 
that boasts an integrated individual 
unit devoted to serving the feet of 
children from the squalling age of 
christening, through the creeping, 
crawling, training and _ pre-school 
stages development. 

It seems most managers of shoe de- 
partments in New York City have felt 
that mothers will not trouble to bring 
their tender and often adventuresome 
offspring into the “madding crowds.” 
The ABC Shop has disproved this timid 
notion by careful, clever advertising 
and personal solicitude in fitting, serv- 
ing and quality of footwear. The shop 
itself, while weli-defined in separation 
by wainscot and lattice-work walls, is 
adjoined by departments for children 
and misses, and a Camps Shoe Corner 
as well: the path of easiest resistance 
for a mother whose infant has out- 
grown the ABC shop leads directly to 
further sales and accommodation. 

A few of the services by which the 
ABC Shop has grown and prospered 
(plans to double its size in the next 
year are contemplated) include: a 
register of each infant’s name, age, 
shoe size and rate of growth, enabling 
personnel to make a regular three- 
month check by mail or phone; stair- 
case and bridge used for close exam- 
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Advertisements of the type shown here 
have given mothers confidence in Altman's 
ability properly to fit infants’ shoes. 


ination of shoe fit, during which an 
informal lecture, or sales talk, is given 
on the acute necessity cf good fitting, 
especially during the early period of 
rapid rate of growth; in the unhappy 





and unusual event of a mother insist- 
ing on fitting her babe without the 
help of the trained personnel, her name 
is entered in a “Too Short” book, for 


later reference; five sales personnel, 
not including the manager, are kept in 
attendance in the shop which measures, 
roughly, 30’ by 18’. Through the seven 
years of intense striving for customer- 
satisfaction, there has grown a gen- 
erally intimate and friendly relation- 
ship between the families of the kids 
and the personnel of the shop; consid- 
ered an intangible but enormous asset. 

The ABC Shop carries sizes up to 
12; the children’s department from 
1242 to 3; and the misses from there 
on. In the first mentioned department, 
three nationally advertised lines are 
stocked: one line ranges in price from 
$3.95 to $4.95, another from $5.95 to 
$6.95, and the third $3.25-$3.75 and 
$5.00-$5.50. The shop can accommo- 
date perhaps 20 youngsters, depending, 
it should be fairly added, on their 
temperaments. All told, the ABC, chil- 
dren’s, misses’ and Campus Corner de- 
partments can seat 97. 

Advertising is under the _ single- 
handed direction of the manager of the 
shop, who coordinates current mer- 
chandising policy and content with the 
make-up of the ads. This arrangement 
provides a skillful superimposition of 
advertising art on the shoe man’s prac- 
tical grasp and knowledge. 





To Open New Store 


Enpicott, N. Y.—Sharping, Inc., has 
purchased for $65,000 a two-story build- 
ing at 106 Washington Ave. and will 
open a shoe store there about March 1, 
next year. The building is now occu- 
pied by Hills, McLean & Haskins de- 
partment store. Some of the fixtures 
were involved in the sale. 

Sharping, Inc., operates a chain of 
shoe stores in northern Pennsylvania. 
Although the main office of the com- 
pany is here, the chain has not had an 
Endicott store since 1939, when its 
Washington Ave. store was sold to the 
Parlor City Shoe Co. The former branch 
is now known as the Endicott Shoe Co. 
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The Shoe Customer 
Must Be Fitted 


[CONTINUED FROM PAGE 77] 


We then measure both feet, for we conscientious fit- 
ters never glance into the old shoe for the size. The 
reasons for this are many: 

In the case of a growing child, her feet can grow 
with such rapidity that even if we play it safe and figure 
that with each new pair of shoes she will want a half- 
size larger. we will more often be wrong than right. 
This was brought out in another part of the article 
quoted above: “The results of the survey showed that 
children 2 to 6 years old change shoe sizes every 4 to 8 
weeks: 6 to 10 years change each 8 to 12 weeks; 10 to 
12 change 12 to 16 weeks; 12 to 15 change every 16 
to 20 weeks: and 15 and over change 6 months to 20 
years.” 

To guess at her size from the size of shoe she is 
wearing is a lazy man’s crime and a perfect way to be 
sure that we are putting our young customer into that 
75 per cent misfit class of children who will grow up 
with corns, bunions, ingrown nails, pronation, and all 
the other blessings that come from misfit shoes. 

When it comes to fitting adults, we are not faced 
with the problem of rapid growth. But there always is 
the possibility that the previous salesman has fitted 
her improperly. If we copy the size in her old shoe. we 
are walking in his steps. But they are not the best steps 
to walk in for the most important part of any man’s 
work is the pride he takes in that work. Are we proud 
of the job we're doing as shoe fitters? 

Another reason for our using the measuring device 
every time we fit Mrs. Fertl is that we know that even 
though she has stopped growing vertically, she can 
continue growing in other directions. One of these di- 
rec¥ons is horizontally in the feet. Yes, an adult’s feet 
can grow, or spread, if you wish to use the more tech- 
nical expression. Most likely Mrs. Fertl will confirm 
this fact by saying, if we are brutally frank and tell 
her that she is now wearing an 8B. “Imagine that. 
Why,.when I was married. I only wore a 54%. Sizes 
rust be different today.” 

Could be. 

Also could be your feet are spreading, Mrs. Ferrtl. 
That's why we measure your feet every time you come 
in for a pair of shoes. We are conscientious fitters, Mrs. 
Fertl. 

We take pride in our work. 


International Shoe Company Executive 
to Retire 
[CONTINUED FROM PAGE 81] 
Frank Freund will succeed Mr. Jordan. He has been 
with the Roberts, Johnson and Rand branch since 1919 


and for the past six years has been sales manager of the 
Northeastern Division. 
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SIZE-UP 


WEEKLY OR DAILY 


FILL INS AT YOUR CONVENIENCE 
WITH 


Gerdakins 


Trade Mark 
ALL SMOOTH LEATHER 
CHILDREN'S SLIPPERS 












No. 302 
All Smooth Leather 
Opera 
Hard Flexible 
Lecther Soles 
Colors: Brown, Blue, 
Red 
Sizes: 5-8, 8'/2-12, 
12'/2-3 


No. 402 
All Smooth Leather 
Bootee 
Hard Flexible 
Leather Soles 
Colors: Brown, Blue, 
Red 
Sizes: 5-8, 8'/2-12, 


Samples on Request 
Delivery at once 
12'/p-3 F.0.B. N. Y. 
$1.90 


Variety and colors plus all leather construc- 
tion . . . just the combination to make your 
slipper department go over in a big way. 
Aw I sales asset and a grand value. 
Order only your present needs NOW. 


Packed in our New Gerdakins Boxes 


6 BE, Maye 
COMPANY, INC. 

GERDAGRAM FOR EXPORT 
158 DUANE STREET, NEW YORK 13, N. Y. 
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Cu 
can greatly increase the 
sales appeal of your men’s shoe displays 
with these low-cost Fairy Form reversi- 
ble Tre-ettes. Made of resilient Fairylite, 
Tre-ettes are snug-fitting, easy to ‘use. | 
Available in any two-color combina- 
tion of maple, mahogany or solid black 
finish, with or without the knobs illus- 
trated. 






Write for Bulletin 172B 


SHOE FORM CO. INC. 
AUBURN, N. Y. 













Sees No Return 
To Prewar Prices 
[CONTINUED FROM PAGE 72] 


Raymond Rodgers, professor of 
banking, New York University, took 
the view that costs must be adjusted 
to consumer purchasing power. “We 
face a recession, not a depression,” he 
said. Mr. Rodgers assured his listen- 
ers that an “economic millennium has 
not yet arrived” and that “profits are 
not inevitable.” ° 

Mr. Rodgers stated that the con- 
sumer in the final analysis is still king 
insofar as prices are concerned and 
that “costs once more have to be fitted 
to market price, painful though it may 
be.” Wartime emphasis on production, 
regardless of cost, must be succeeded by 
peacetime emphasis on cost-cutting and 
consumer satisfaction,” he added. 

Thomas C. Blaidsdell, Jr., Assistant 
Secretary of Commerce, dwelt on the 
purposes and objectives of present 
treaty negotiations at Geneva and 
emphasized the importance to world 
trade recovery of the International 
Trade Organization. 


Open Shoe Store 


MOUNTAIN Home, ARK.— Howard 
Dairymple has opened a new shoe store 
here. 
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Hold Trade Clinic 
At Syracuse Meeting 


SYRACUSE, N. Y.—Mark-ups, prices 
and inventories dominated the discus- 
sion of the New York State Shoe Re- 
tailers’ Association at its annual meet- 
ing in Hotel Syracuse, June 22. 

Robert F. Dacey of Watertown was 
elected president to succeed Harry 
Ehrenpreis, Syracuse, who has filled 
the post for two years. Other officers 
elected were: first vice-president, Fred 
Silsby, Geneva; second vice-president, 
Philip Ratick, Schenectady; third vice- 
president, Harold Read, Jr., Bingham- 
ton; treasurer, James Bennett, Auburn, 
and executive secretary, O. K. Johnson, 
Rochester. The executive board was 
re-elected and will choose directors to 
fill vacancies in the later group. 


President Ehrenpreis expressed the 
belief that correction in business is 
coming soon because production is 


catching up with demand. “Mrs. Amer- 
ican consumer is again queen,” he said. 
“She is switching from what can I buy 
to what shall I buy. We must face 
facts. We are meeting with unit re- 
sistance rather than price resistance. 
Unit sales are off nationally as much 
as 25 per cent, partly due to competi- 
tion from hard goods. Stress eye ap- 
peal, quality, value, try to hold operat- 
ing costs down.” 

Lee E. Langston, executive vice- 
president of the National Shoe Re- 
tailers’ Association, took over the meet- 
ing and introduced Larry Horan, 
president of J. & J. Slater, New York; 
Miss Virginia Meyer, editor of Crea- 
tive Footwear; Tom Dash, editor of 
Footwear News Section of Women’s 
Wear Daily; and Raymond L. Fitz- 
gerald, editor of Boor AND SHOE ReE- 
CORDER, who substituted for Everit B. 
Terhune, president of Boor AND SHOE 
RECORDER. Illness prevented Mr. Ter- 
hune’s attending as planned. This 
group, along with James Bennett and 
Henry Merdes, Park-Brannock Co., 
Syracuse, acted as a trade clinic panel 
in answering questions from the floor. 

Mr. Horan read a message from 
John Slater urging those present to 
keep the association going because it 
has been a credit to the industry. Mr. 
Slater warned retailers to keep their 
businesses liquid and to carry moder- 
ate inventories. 

Mr. Langston emphasized the need 
for strengthening and revitalizing the 
association by using younger men with 
new viewpoints, and pointed out the 
need for conferences of retailers in nu- 
merous cities. He praised the trade 
papers for the creditable jobs they are 
doing and commended their coopera- 
tion. Regarding sales personnel, Mr. 
Langston said it cannot be trained in 
the classroom but must be trained at 
the point-of-sale. 

Replying to the question of what 
mark-up is needed to meet price re- 
sistance, James Bennett said the stand- 





Order now. This number will be a fast seller 


CANVAS 
SADDLE 
OXFORDS 


with Moulded Soles 


White with Red 
Seddie, Red 

Trimming 
and sole. 






Also in Biue 
or Brown 
matching 
saddle trim- 
ming and 
sole. 


CHILD’S SIZES 8-12—$1.10 
SAME in MISSES’ 13-3—$1.20 
Packed in 24 Pair Cases 
OUR STYLE NO. 3 - 1905 - BLUE SADDLE 
OUR STYLE NO. 3 - 1305 - RED SADDLE 
OUR STYLE NO. 3-1405-BROWN SADDLE 

Net 30 Days—F.0.8. Boston 


CHAS. KEMLER Shoe Co. 
144 LINCOLN STREET 
BOSTON * MASSACHUSETTS 























ard department store mark-up of 40 
to 42 per cent cannot be lowered at 
the present time and may be expected 
to continue for six months. Stores may 
be satisfied with 36 to 38 per cent on 


certain types of shoes to maintain 
volume. 
Roy Walter, Wilkes-Barre, said 


$25,000 inventory at cost is proper for 
a family shoe store doing $100,000 an- 
nual business. Other speakers thought 
$20,000 to $25,000 at cost the right 
amount for a men’s store. It was agreed 
to be advisable to increase advertising 
appropriations to maintain pairage 
sales. William Pidgeon asked the ex- 
perience of retailers in handling na- 
tionally advertised shoes in comparison 
with unbranded merchandise. The an- 
swer stressed the fact that quality is 
sought which means branded lines. 
Virginia Meyer urged dealers to watch 
fashion and heel heights. She said dif- 
ferent skirt lengths require different 
heel heights. Flats are still in great 
demand by young customers, she said, 
and open backs will never go out. Plat- 
forms will continue good, because of 
the comfort they afford. Tom Dash said 
cautious operation by retailers has 
avoided financial difficulties but that 
caution may be overplayed and may 
boomerang. 

Raymond Fitzgerald stressed the 
value of the association to the younger 
men who are coming into the business. 
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WELLCO SHOE CO. 
WAYNESVILLE, N. C. 


Gentlemen: 





BURTON’S 


1418 MARKET ST. 


It would be of great help to us if you could ship us the few pairs 
of children's slippers as listed on the attached size sheet to 

tide us over until our Fall order is placed. 
repeat business with your line and would certainly like to see 

an instock system of ordering set up some time in the near future 
to take care of our immediate needs. 
impossible to fill the order, I would appreciate your sending me 
one pair, size ll, for my son. 


Many thanks — 


(Signed) J. E. CARTER 
BURTON'S, REDDING 


We have built a large 


If you feel that it is 


REDDING, CALIF. 


May 29, 1947 








Volume Trade Shoe Show 
Planned by NESLA 

Boston, Mass.—The New England 
Shoe and Leather Association will 
sponsor a New England Shoe Market 
Week on November 17-20th, according 
to T. Kenyon Holly, chairman of the 
association’s show committee. 

“This show, which will be held at 
Boston’s two largest hotels, the Hotel 
Statler and Copley-Plaza,” he said “is 
primarily for manufacturers servicing 


the volume trade—wholesale, chain 
store and mail order houses. 
“This Spring 1948 Boston Shoe 


Show is being held expressly to ac- 
commodate the large shoe buyers who 
buy their requirements from New 
England companies and is timed right. 

Adequate hotel accommodations are 
assured all exhibitors and visiting buy- 
ers,” Mr. Holly promised. 

Members of the New England Shoe 
Market Committe, in addition to Mr. 
Holly, include Robert H. Adams, 
Stuart H. Armstrong, A. W. Berko- 
witz, Murray Bernstein, A. S. Burg, 
William Doyle, George A. Dempsey, 
Robert Goldstein, Harold Gould, John 
S. Kent, Jr., N. P. Lyons, E. J. Me- 
Carthy, James J. Molloy, Arthur Ru- 
bin, Jack Sandler, Myer Saxe, Frank 
S. Shapiro, Samuel L. Slosberg, H. C. 
Stillman, Benjamin Stone, Ben A. 
Winer, Paul Kleven, Kolman Fleisher, 
C. Henry Jacobs, Joseph Koss, and 
Secretary-Manager, Maxwell Field, 
executive vice-president of NESLA. 
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Western Retailers 
Push White Footwear 


[CONTINUED FROM PAGE 62] 


Williams Shoe Company in San 
Diego, Cal., and Jackson, Tenn., and 
also their store, Thompson Company 
in Salt Lake City, Utah, are planning 
a comprehensive white promotion for 
middle Summer and later to verify 
confidence in fashionable white. 

Speicher’s in Salt Lake City chose 
high style white footwear for their 
white promotion as did Cinderella of 
California in Beverly Hills. Advertis- 
ing plans for white promotions all 
through the white fashion season are 
now in work for Given Bros. in El 
Paso, Tex.; Warn and Warn in 
Spokane, Wash.; George Schwab in 
Westwood Village, Los Angeles; Ingle- 
dew’s and Rae-Son in Vancouver, B. C.; 
Sutton’s, Modesto, Cal.; Bud’s Bootery, 
Pendleton, Ore., as well as Lawrence's 
in Waikiki, Hawaii. 

Lacking the last few years was the 
always fashion-right spectator, but 
1947 has brought the spectator into the 
category in which it belongs; it started 
the white Spring promotions. Promo- 
tions start with outstanding layouts, 
copy and shoe drawings in the ads, 
whether it be newspaper, magazine, di- 
rect mail or billboard advertising. Fol- 
low-up in window and interior displays 
are also an important factor. 


Preview of Glamour 
[CONTINUED FROM PAGE 61] 


popularity are silver kid and tintable 
white satin and crepe. The absence of 
evening slippers during the war made 
them doubly welcome last year. This 
year, with better quality available, it 
is expected that there will be an even 
greater demand for gold and silver 
shoes. A trend to note is the combina- 
tion of the two metallic finishes on one 
shoe. Another combination is that of 
the kid with tintable white satin or 
crepe. These shoes have a double style 
rightness. They have the richness of 
the metallic leather and the fashion ap- 
peal of color matched to the costume, 
an important consideration in a season 
when brilliant color in dresses is pre- 
dicted. 

Evening shoes selling in the stores at 
the present time include some leather 
and satins, both black and white. These 
all do a year round business but, for 
the Winter season and dressing at its 
most formal, the metallic finished 
leathers are the first choice. In these 
shoes the platform sole, usually no 
higher than three-quarters of an inch, 
and the very high, slender heel continue 
as important style features for the com- 
ing Winter season. Ankle straps con- 
tinue to predominate in high style lines. 
New versions of the high-riding look 
may also be expected. 
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White Kid: White Rubber 
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Boots 
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J. M. CONNELL 
SHOE CO. 
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Pacific Coast Distributor 
Martial Lee Shoe Co. 
Les Angeles, Calif. 
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Allied Trades Organized in St. Louis 
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Left to right—James S. Legg, president, St. Louis Shoe Manufacturers’ Association; 
W. W. Stephenson, executive vice president, National Shoe Manufacturers’ Associa- 
tion; and Oscar Orman, secretary, St. Louis Shoe Manufacturers’ Association. 





“Art” Snedden of the Barbour Co. (left), 
low gross winner in the golf tournament, 
congratulates Clyde Wooley of the style 
department of the International Shoe 
Co., on having come up with low nef. 


St. Louis, Mo. — Setting 
as a permanent group at its second 
annual day-long and evening outing 
and dinner recently, at the Norwood 
Hills Country Club, the St. Louis Dis- 
trict Shoe Trades Association provided 
entertainment ranging from horseshoes 
to golf for more than 400 members and 
guests, drew up a constitution and by- 
laws and named a directorate of fifteen 
who will elect officers at a later date. 

Eligibility for membership in the or- 
ganization, according to the constitu- 
tion and by-laws, is open to “any officer 
or director of any shoe manufacturing 
company having a factory or factories 
in the St. Louis district; any major ex- 
ecutive in the styling, production, pur- 
chasing and sales divisions of any shoe 
manufacturing company in the St. 
Louis district whose major business is 
to supply materials or equipment to 
shoe manufacturers; any person whose 


itself up 


major business activity is to sel] mate- 
rials or equipment to the shoe manu- 
facturers of the St. Louis district.” 

Of the fifteen directors elected, five 
are to serve for a three-year term, five 
for a two-year term and five for a one- 
year term. They are: 

Three-year term, Carl Fleigner, 
Brown Shoe Co.; A. W. Altvater, West- 
ern Supplies Co.; Julian Samuels, Sr., 
Samuels Shoe Co.; N. P. Wentworth, 
United Shoe Machinery Corp., and 
W. P. Erhart, Erhart-Petersen Leather 
Co. 

Two-year term: James Legg, Moul- 
ton-Bartley, Inc.; John Guhman, 
Wright - Guhman; Charles Marcel, 
Western Last Co.; Henry Rand, Inter- 
national Shoe Co; and Oscar Orman, 
secretary, St. Louis Shoe Manufactur- 
ers’ Association. 

One-year terms: A. A. Taylor, 
United Shoe Machinery Corp.; Frank 
Winter, Conway-Winter Co.; G. T. 
Leavitt, G. T. Leavitt Co.; Phil Mel- 
hado, Thomasetti Shoe Co., and James 
Quinn, International Shoe Co. 

Winners in competitive sports at the 
outing were: Arthur Snedden, Barbour 
Chemical Co., winner of the trophy for 
the low gross score in the golf tourna- 
ment with an 81; John Cull, Singer 
Sewing Machine Co., top honors for the 
low net score in the golf competition 
with a 64; blind bogey. Ed Mever, 
Dennis Chemical Co.; and hole in one, 
George Curtis, Jr., Procter-Ellison Co. 

Horseshoes doubles, Fred Wagner 
and Roy Sundling, both of Brauer 
Bros. Shoe Co.; tennis double, Clem 
Hein, International Shoe Co., and F. J. 
Clausen, H. T. Tankersley and Co. 

An additional feature of the day’s 
activities was an impromptu speech by 
W. W. Stephenson, executive vice-presi- 
dent of the National Boot and Shoe 
Manufacturers Association. 
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Merger Announced of Chain Store Groups 


National Council Joins National Association Following Conference 
Between Committees Representing Beth Organizations — Full- 
Scale Program to Continue Under Presidency of J. O. Moore. 


New YorkK—Merging of the National 
Council of Shoe Chains into the National 
Association of Shoe Chain Stores was 
executive secretary of the Nationul 
made known recently by Edward Atkins, 
Association of Shoe Chain Stores, fol- 
lowing a conference between committees 
representing both organizations. 





J. O. MOORE 


The National Association of Shoe 
Chain Stores is the new name of the 
former Popular Price Shoe Retailers 
Association, a trade group which was 
established in 1944 to work principally 
with shoe rationing and other wartime 
problems affecting shoe chain stores. 


With the ending of wartime regulation, 
members of the group voted to continue 
the association in a full-scale program 
of peace-time activities of benefit to 
shoe chains, Mr. Atkins pointed out. 
“These include labor advisory, legis- 
lative services, trade and public rela- 
tions, and research into shoe chains’ 
operating problems,” he said. 

The National Council of Shoe Chains 
grew out of the National Council of 
Shoe Retailers which was begun in the 
early 1930’s, and represented shoe 
chains during the era of the National 
Industrial Recovery Act. The National 
Council later worked on behalf of shoe 
chains during the early days of price 
control. In recent years its activities 
were limited. William Girdner of Mel- 
ville Shoe Corporation acted as secre- 
tary to the group. 

Both Mr. Girdner and Mr. Atkins ex- 
plained that the decision to merge the 
two groups was reached in considera- 
tion of the active program of the Na- 
tional Association of Shoe Chain Stores 
and the fact that a continuation of two 
associations with nearly duplicate mem- 
bership lists might cause confusion. 

J. O. Moore of the Miller-Jones Co., 
Columbus, O., president of the associa- 
tion, has recently appointed special and 
standing committees for the year 1947- 
48. Committee chairmen are: 

By-Laws, George L. Smith; Organi- 
zational Policies, David W. Herrmann; 
Insurance, Benjamin Kellner; Labor 
Advisory, D. W. Herrmann; Member- 
ship, Mark Edison; Nominating, Louis 
Fried; Trade Relations, Jack M. Schiff. 





Announce Spring Shoe 
And Leather Colors 

New York — Fourteen colors for 
women’s shoes have been adopted for 
the 1948 Spring and Summer seasons 
by the joint committee of the Tanners’ 
Council of America, National Shoe 
Manufacturers’ Association and the 
National Shoe Retailers’ Association in 
cooperation with The Textile Color Card 
Association, at whose headquarters the 
color meeting was held. For merchan- 
dising and promotional purposes, these 
shades are classified under three cap- 
tions, Town Colors, Resort Colors and 
Casual Colors. 

The town group comprises a lively 
new reddish brown, a rich new medium 
green, a warm cocoa shade and the re- 
peated colors Gypsy Brown, Town 
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Brown, Turftan, Admiral Blue, Cherry 
Red, also black. A new grey in tle list 
of casual colors is also mentioned as 
appropriate for town wear as well. 

Appearing in the resort group are a 
vibrant green a radiant red and a bril- 
liant blue, also white. 

The casual group lists a new Spring 
grey, a creamy natural tone and the 
repeated color Rancho Tan. The three 
bright resort colors and white are also 
recommended for casual wear. 

Confidential leather samples of the 
new colors, together with their names. 
will be sent later to The Textile Color 
Card Association’s members in the shoe 
and leather industry. The Women’s 
Shoe and Leather Card for Spring 1948, 
to be issued later, will portray al] the 
colors in leather swatches and contain 
fashion notes as well. 
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HAITI SANDALS 


Fascinating, Captivating, Exciting 


for * Home 





Notural Sisal 
Red Sisal 
Green Sisal 
Brown Sisal 
Yellow Sisal 


Lot B-405!, 
Lot B-4053, 
Lot B-4054, 
Lot B-4055, 
Lot 8-4057, 


$4.65 PR. NET F.OB. BALT. 


Women's Sizes 3-8. Each Pair Boxed 


For Completing 
Feminine Enasembies 
Now in Vogee 


P. H. VOLK & Company 


2-4 W. Lombard St. 
importers & Distribeters 


Baltimore 1, Md. 
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BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 


BARIS SHOE CO., Inc. 
Worth 2-5180-1 
79-81 Reade St., 





New York 7, N. Y. 













WE SELL 
QUALITY SHOES 


BELOW CURRENT PRICES 
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M. K,. pone SHOE CO. 
While in Town See Weil 
1215 Washington Ave. 
St. Lowis 3, Mo. 
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Ladies’, misses’, children's, infants’ — fiesh 
color only, varied heel heights and sizes — 
immediate delivery. Write for samples, also 
HOSIERY FORM details and.Shoe Findings 
Catalog. 


LYONS & COMPANY 
120 Duane St., New York 7, M. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 
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Office and Shop 
Coats in All 


Fabrics and Colors. 
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Auxiliary Uniforms 
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HARRY L. Du BRIN UNIFORM CO. 
148 E. 33 ST., LE 2-7052, N.Y. 16, N.Y. 
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Obituaries 





Frank Grossman 

New YoRK—Frank Grossman, pio- 
neer shoe manufacturer, died at his 
home June 15 at 2 P. M. at the age of 
74. 

Mr. Grossman was a son of the !ate 


Adolph Grossman who came to this 
country in 1866, and who in 1870 
founded the shoe manufacturing firm 


which became famous the world over 
as makers of comfort shoes. 

Frank Grossman was born in Man- 
hattan and at the age of 15 entered 
his fathers shoe manufacturing busi- 
ness as an apprentice. His older brother 
Julius, was then selling shoes for the 
company. In 1888 the firm name was 





FRANK GROSSMAN 


changed to Julius Grossman, at which 
time Frank Grossman became vice- 
president in charge of manufacturing. 
He was considered by the trade as one 
of the best artisans and an expert in 
the construction of welt shoes for men, 
women and children. 

During his lifetime many patents 
were issued to the Julius Grossman 
shoe company and also in his name, 
creating comfort features for ortho- 
pedic shoes which are presently used 
in the construction of comfort shoes. 

Upon the death of his brother, Julius, 
in 1930, he became president of Julius 
Grossman Shoes. In 1933 he resigned 
to become president of Grossman 
Shoes, the manufacturing unit of the 
Grossman family. He and his brother 
Emanuel! became partners in the owner- 
ship of this unit, and in 1940 Mr. 
Frank Grossman retired because of ill 
health, and his brother Morgan pur- 
chased his interest in the plant. For 
the past 60 years, Frank Grossman 
has been associated with his brothers 
in the manufacturing of shoes. 

In the early twenties, he was a di- 
rector of the Traders National Bank 
in Brooklyn. He owned the Frank 
Grossman stable and many of his 
thoroughbreds ran in stake races. In 
1935 he sold his stable and semi-retired 
to his farm in Freehold, N. J. where he 
raised prize Guernsey cows. 


Illness in 1940 resulted in disposal of 
his farm, and his attention to business 
from that date amounted to acting in 
an advisory capacity for Julius Gross- 
man Shoes. 

He is survived by his widow, Mar- 
jorie, his sisters, Betsey Berkowitz, 
Celia Grossman, Sadie Michelson, Lil- 
lian DeVries; and his brothers, Morgan 
and Emanuel. 

He was buried in the family plot at 
Union Fields Hungarian Cemetery, 
Rabbi Louis I. Newman officiating. 





Stephen Forschler 


RocHESTER, N. Y. — Stephen Forsch- 
ler, formerly associated with the Wil- 
liam Eastwood & Son Shoe Company 
for 51 years, died June 15. He was 86, 
and had been ill for two months. 

Mr. Forschler’s father, a partner in 
the firm of shoe retailers known as 
Forschler’s & Kron, was killed when 
Stephen was six. 

Stephen entered the Eastwood em- 
ploy as an office boy while he was in 
high school and when the firm had 
only six employes. He retired in 1929 
after having risen to secretary- 
treasurer and member of the board. 
He is survived by two daughters, a 
son, a brother, three grandchildren and 
one great-grandchild. 





Ned Dryfus 


Los ANGELES, CALIF. — Ned Dryfus, 
72, died suddenly on June 16. One of 
the best-liked shoe men on the Coast, 
his death is keenly felt by all those 
who knew him. He had been California 
representative for the Weyenberg Shoe 
Mfg. Company, of Milwaukee, for the 
past fifteen years and also covered the 
West Coast for several Eastern shoe 
factories. At one time he operated and 
owned a shoe store in Juneau, Alaska. 

As secretary of the Los Angeles Shoe 
Travelers Association, predecessor of 
the West Coast Shoe Travelers Associ- 
ation, Mr. Dryfus and Harry Berk- 
owitz, president, made all efforts to 
hold the organization together. 

Mr. Dryfus is survived by his widow. 


William M. Heilman 
EVANSVILLE, IND.—William M. 
(Uncle Billy) Heilman, aged 75, of 917 
West Indiana St., veteran shoe sales- 
man, widely known in Evansville and 
the Tri-State area, died recently at his 


home here after an illness of four 
weeks. 
Mr. Heilman had sold shoes in 


Evansville for the past 61 years. For 
several years he was with the old G. W. 
Geissler Shoe Company and more re- 
cently with the shoe department of 
Strouse & Brothers. He was a member 
[TURN TO PAGE 100, PLEASE] 
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News of the Salesuitt did Suypliers 


Assigned Southeastern Area 
After Two-Year Training 


WHITMAN, MASS.—William E. Pfis- 
ter has been assigned to the Southeast- 
ern United States territory by Common- 





WILLIAM E. PFISTER 


Co., here, 
after an 
extending 
the com- 


wealth Shoe & Leather 
makers of Bostonian Shoes, 
extensive training course 
over a two-year period at 
pany’s Whitman plant. 

Mr. Whitman is an ex-Marine ser- 
geant, having served in the Pacific 
area for 3% years during the late War, 
and holds the Navy Cross for distin- 
guished service. He is making his home 
at Monroe, North Carolina. 





Becomes Salesman After 
Apprenticeship in Factory 





ROLAND C. IENNI 


New YorK—Roland C. Ienni is rep- 


resenting the Venus Sandal Mfg. 
Company, Inc., makers of ladies’ and 
children’s play shoes and house slip- 
pers, in the Eastern states, after serv- 
ing an apprecenticeship in the firm’s 
factory, here. 
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U. S. Rubber Resumes 
Play Shoe Production 


New York—United States Rubber 
Company is resuming production of 
U. S. Strollers, prewar play shoes for 
discontinued in 1941 because 


women, 
of the rubber shortage. 
The shoes will be made in various 


colors and designs, with platform and 
half wedgie heel, with rubber-and-cork 
soles that insulate against hot pave- 
ments. The fabric uppers are decorated 
in colorful patterns with fast dyes and 
the shoes are made by a special mold- 
ing process that welds all component 
parts into one piece. They can be 
cleaned by washing in soap and water. 

The shoes will be available through- 
out the country in limited quantities 
this summer. 


General Shoe Will Build 
$50,000 Warehouse 


NASHVILLE—Plans for the building 
of a $50,000 warehouse, on a spur of 
the Louisville and Nashville Railroad 
in southwest Nashville, by the General 
Shoe Corporation were announced re- 
cently by W. M. Blackie, vice-president 
in charge of the retail division. 

The site, purchased for $15,000, 
makes available a railroad spur track 
for General Shoe’s warehousing needs. 
Finished shoes will be housed in the 
building, which will contain 30,000 
square feet, all on one floor. Work 
will start immediately, and will be com- 
pleted in approximately three months, 
according to Blackie. 


Manufacturing New 
Children’s Line 


New York—Jay & Jay Shoe Manu- 
facturers, Inc., formerly known as the 
Eldorado Shoe Mfg. Corporation, lo- 
cated at 135 Spring Street, here, has 
announced a new line of children compo 
process shoes. The new line was de- 
signed by Sam Vogel, who is supervis- 
ing production. 


Made Salesman for 
Crescent Shoe Co. 


New YorK—Jack Goldsmith has 
joined the Crescent Shoe Company, 
here, as sales representative covering 
New York State, it has been announced. 

Mr. Goldsmith was formerly asso- 
ciated with the Ace Mercantile Com- 
pany for one year and with the Nu 
Way Shoe Company for eleven years. 


To Cover Southeastern States 
For Dr. Posner Shoes 


New YorkK—Effective June 1, Sam 
Price has been appointed to cover 
Florida, Georgia, North Carolina, 





SAM PRICE 


South Carolina, Alabama, Mississippi 
for Dr. A. Posner Shoes, it has been 
announced. 

Sam Price has been in the retail 
business in New York and Brooklyn 
for many years—operating under the 
name of Feinberg & Price. In 1942 he 
sold his interest in the stores and 
joined the Government as Shoe Ration 
Officer for the O.P.A. 

He will make his 
1526 Pennsylvania 
Beach, Florida. 


headquarters at 
Avenue, Miami 


Joins Brown Co. as Ad 
And Sales Promotion Manager 
=) 





F. C. STAKEL 


New YorK—Frederick C. Stakel, 
former Lieutenant Commander, U. §S. 
N. R., has joined Brown Company, pro- 
ducers of innersoling, as manager of 

[TURN TO PAGE 99, PLEASE] 
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United Last Company Opens Style Studio 





The true Colonial atmosphere has been achieved throughout—maple furniture and 
display cases; the floor is covered with a hooked-pattern rug in bright colors. 





Lest men foregather with shoemen. At the extreme left and third from left are 
“Hy” and “Joe” Goldstein of Julius Goldstein & Sons. The last experts are, left 
to right, C. D. Hoimes and E. W. Howard. 


Boston, Mass. — Lasts promise to 
play an exceedingly important role in 
coming shoe styles, and to provide an 
attractive and comfortable place in 
which footwear fashions for the entire 
family may be studied at leisure, the 
United Last Company on June 9 opened 
a style studio on the fourth floor of the 
recently modernized building at 136 
Federal street, this city, adjoining the 
United Shoe Machinery Corporation 
building at 140 Federal street. 

Here, in an atmosphere distinctly 
Colonial, any member of the industry 
is welcome to study lasts, the shoes 
made over them and even materials and 
findings developed by allied manufac- 
turers. As an added service, all 
branches of the company in this coun- 
try are connected with this studio by 
a teletype hook-up, making exchange 
of information a matter of minutes 
rather than days. 

Furnished completely in maple with 
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an enormous hooked-pattern rug, the 
25-foot square room has attracted many 
hundreds of visitors since its open'ng. 
Five shoe and last experts constitute 
the studio staff—C. D. Holmes, E. W. 
Howard, John A. Herbin, George O. 
Johnson and Charles fscheiber. 





Dancing Shoe Prices Cut 
28 Per Cent by Prima, Inc. 


CoLuMBus, OH10—Prima, Inc., man- 
ufacturers of dance footwear, have re- 
duced the prices on its shoes 28 per 
cent since Jan. 2, 1947, a company offi- 
cial has announced. The reductions 
were made possible, it was asserted, 
by the direct acquisition of leather 
from the tanner and improved labor 
conditions. 

At the same time, it was announced 
that an unlined soft sole ballerina slip- 
per had been developed to sell for $2.00 
in contrast to the $3.00 lined model. 


W. A. Stein Made Sales Man- 
ager for General Shoe Line 


NASHVILLE, TENN.—Walter A. Stein, 
until a few years ago sales manager of 
the Wolff-Tober Shoe Corporation, and 
ene of the best-known men in shoe 
salesmanship, has been appointed sales 
manager for General Shoe Corpora- 
tion’s “Twenty-Ones” line, which is 
handled by the Barrett Sales Division. 

Mr. Stein will represent the line in 
Illinois, Missouri, Iowa, Nebraska and 
Kansas, areas formerly served by 
“Johnny Johnson.” 

During the war-time shoe shortage, 
Mr. Stein left Wolff-Tober to enter 
business for himself. For the past two 
years he has been selling a line of 
casual shoes with which he has been 
very successful. 





Ruth Hamilton Represents 
Mercury on West Coast 


New YorK—Ruth Hamilton, well- 
known in West Coast sales circles for 
the past 15 years, will represent Mer- 
cury Footwear, Inc., here, in the states 
of California, Oregon, Washington, 
Idaho, Nevada, Arizona, Utah, Wy- 
oming, Montana, Colorado, New Mexico 


and E] Paso, Texas, it has been an- 
nounced. 
Her office is located in Room 707, 


Haas Building, Los Angeles, Cal. 





Gilbert Enlarges for 
Fourth Time in 22nd Year 


THIENSVILLE, Wis. — The Gilbert 
Shoe Company, here, has begun its 
22nd year by the construction of a two- 
story addition to its factory. This 
makes the fourth addition since the 
firm began business in the original 
structure. 

The recent addition entails a rear- 
rangement of machines, as well as new 
machines, fluorescent lighting, with the 
resulting speeded-up flow of goods in- 
creasing labor efficiency. The Gilbert 
Shoe Company manufactures “Kali- 
sten-iks” shoes for growing girls and 
children. 


Appointed Salesman 
For Hannahsons 


HAVERHILL, Mass.—Harry Cawn, of 
2101 The Plaza, Charlotte, N. C., has 
been appointed sales representative for 
the Hannahsons Shoe Company, in 
North Carolina, South Carolina and 
Georgia, it was recently announced. 

Mr. Cawn, who is secretary of the 
Carolina Shoe Travelers’ Association, 
will handle a complete line of both 
formal evening footwear and street 
shoes. The addition of Mr. Cawn to the 
Hannahsons sales force completes the 
firm’s coverage of the United States. 
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BEST SANDAL BUY 
All Elk Leather of Finest Quality with 
Heovy No-Mark Brown Rubber 


_ Soles and Heels. 
~~ . Colors: Brown — White 
~ —Red 


Sizes: % @ $1.25 
8/2/11 @ $1.35 
1'A/2 @ $1.45 















: Net 30 Doys—¥.0.B. Pgh., Pa. 


ARLYNN SHOE CO. 


902 Fifth Ave. Pittsburgh 19, Pa. 
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FITTING STOOLS 















SHOE 

FITTING $9.75 

STOOL Each 
Immediate 


i Delivery 


Made of chrome steel tubing 


—sturdy, light in weight. 
Available in red or brown 
seating 14," height, 24" 
length. 


LYONS & COMPANY 
120 Dwene St., New York 7, N. Y. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 











Joins Brown Co. as Ad 
And Saies Promotion Manager 
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advertising and sales promotion, it was 
announced recently. 

Having recently completed an inten- 
sive tour of the company’s plants at 
Berlin, N. H., Brown corporation’s mill 
in La Tuque, Quebec and the various 
sales offices, Mr. Stakel is now situated 
at the Brown company’s New- York 
office, 500 Fifth Avenue. 

A native of Batavia, N. Y., and a 
resident of Upper Montclair, N. J., he 
has been associated with Scott Paper 
Company and E. I. duPont de Nemours 
Co., Inc. 


Make New Plastic Shoe Form 
For Women’s Shoes 


A plastic shoe form for women’s shoes 
which can be used with equal efficacy 


July 1, 1947 





Dates to Remember 


Store Modernization Show, Grand Cen- 
tral Palace, New York City. 
July 7, 8, 9, 10, 11, 12, 
Shoe Show, Tri-State Shoe Trovelers, 
Hotel Statler, Buffalo, N. Y. 
July 13, 14, 
Monthly Shoe Show, Michigan Shoe 
Travelers Club, Hote! Statler, Detroit, 
Mich. July 13, 14, 15, 
New York Shoe Travelers Association 
Annucl Golf Tournament, North Hills 
Golf Club, Douglaston, L. |. July 17, 
Baltimore Third Annual Shoe Fair, 
Southern Hotel, Baltimore, Md. 
July 27, 28, 29, 30, 
Monthly Shoe Show, Chicago Shoe 
Travelers Association, Morrison Hotel, 
Chicago. August 18, 19, 20, 
Allied Shoe Products & Style Exhibit for 
Spring, Hotels Belmont Plaza and 
Commodore, New York City. 
September 3, 4, 5, 
Official Opening of Spring Leathers, 
Tanners Council of Americe, Waldorf- 
Astoria Hotel, New York. 
September 4, 5, 
National Shoe Fair, Palmer House and 
Morrison and Stevens Hotels, Chi- 
cago. October 27, 28, 29, 30, 
Spring Shoe Show, Central States Shoe 
Travelers, Muehlebach, and Phillips 
Hotels, Kansos City, Mo.. 
November 2, 3, 4, 
Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Association, William Penn 
Hotel, Pittsburgh, Pa. 
November 8, 9, 10, !!, 
Annual Convention and Show, Texas- 
Southwest Shoe Retailers Association, 
Fort Worth, Texas. 
November 10, I, 12, 
Southwestern Shoe Travelers Association 
Spring Shoe Style Show, Adolphus 
Hotel, Dallas, Texas. 
November 10, !!, 12, 13, 
Apparel Show, Ak-Sor-Ben Men's Ap- 
porel Club, Inc.. Paxton Hotel, 
Omaha, Neb. 
November 15, 16, 17, 18, 1947 
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on right or left models, is being manu- 
factured by the Roger Kent Company, 
St. Louis, Mo. 

The shoe form is constructed of light 
bands of plastic which hug the inner 
contours of the shoe. Known as “Fan- 
tom Forms,” they are made with par- 
ticular reference to sling pumps and 
open backs. 


Hosiery Company Shows 
New Colors 


New YorK—The fashion importance 
of dark stockings with light summer 
clothes was illustrated by the Gotham 
Hosiery Company at a press presenta- 
tion recently. The “light over dark” 
theme was emphasized by a showing of 
the new shades with costumes from ten 
designers, and Julianelli shoes. 

Gotham’s new colors included Shadow, 
a dark taupe; Exotic, a medium sable 
tone; bronze and gold, both metallics; 
navy blue; and Black Rhythm, which 
is made in fifteen-denier sandal foot 
nylon. 
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WORK SHOES 


=a 


4 ‘ 
You’ve got to See it 
to Believe it 











We'll send you @ stock pair 
for your Inspection 














IMMEDIATE DELIVERY 
Brown . plump, smooth split 
leather. Reinforced at all points of 


weer. Amortred cord weer. Molded 
rubber sole and welting. 
284352 . . . Boys’ Sizes 
lte6é6. $2.30 
28435 . . . Gents Sizes 
10 te 1%, $2.00 











ae Honest Mode Since 1899 











FOOTWEAR 


SHANE SHOE CO. INC. 


76 Reade St... New York 7 
COrtiand 7-4709 
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WOMEN'S SHOES 


fe TIPS 
or TURNOVER 


The “Surrey Fringe” 


Pump! 
No. 1009 


$“}.00 


NET 
Black Suede, Rubber Sole 


Sizes 4-9 
Nationally Popular! 


IN STOCK 


MBe COMPANY 


Cl tal el el 


FOOT APPLIANCES 














Flexible arch sup- 


leather top and bet- 
tem. Ideal fer all 
age groups, Quick 
sales and big profits. r 4 complete line of rubber parts 
for arch supports and shee cerrections. Write catalog. 
A. L. SCHENK ORTHOPEDIC LAB. 
1024 W. 7th St. lus Angeles 14, Callf. 


WORK SHOES 


eel 


~ Men's Steel Toe Safety Shoes 
Men’s Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Massechusetts 
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Buy Savings Bonds 
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Obituaries 


[CONTINUED FROM PAGE 96] 


of St. John’s Evangelical and Reformed 
Church. 

He is survived by a widow, one 
daughter, two sons, one sister and two 
grandchildren. 


William Spear 

DOLGEVILLE, N. Y.—William Spear, 
83, a former salesman for the Dolge- 
ville Shoe Company, died in Little Falls 
hospital where he had been a patient 
for a week. 

He was born in 1863 in Johnstown, 
and went to Dolgeville in 1887. He re- 
tired in 1938. In 1923 he served as 
president of the village, and was town 
clerk for two years. He was a trustee 
of Universalist Church and Dolgeville 
Cemetery Association, member of Dolge- 
ville Lodge of Masons and the Odd Fel- 
lows, and for more than 50 years was 
a member of Rising Crown Rebekah 
Lodge. 


Charles R. Towle 


Concorp, N. H.—Charles R. Towle, 
81, a shoe manufacturer in Haverhill, 
Mass. for many years and a Concord 
resident since his retirement died re- 
cently after several months’ illness. 

He was was born at Notthwood Nar- 
rows in this state, but spent most of 
his life in Haverhill. He had been a 
trustee of Coe-Brown Northwood 


‘Academy. 


Survivors include one daughter, Mrs. 
Helen C. Barrett of Concord, and a 
brother. 


Edwin D. Roberts 


SAN ANTONIO, Texas.—Edwin D. 
Roberts, well-known San Antonio shoe 
dealer, died recently. 

He had been traveling representa- 
tive for J. P. Smith Shoe Company of 
Chicago for several years. At one time 
he was connected with the Guarantee 
Shoe Company here and for several 
years was in business for himself, op- 
erating the Roberts’ Booteries in San 
Antonio and Corpus Christi. 


Cyril J. Richards 


FRANKLIN, N. H.—Cyril J. Richards, 
72, retired assistant executive of the 
Melvin Shoe Corp. of Worcester, Mass., 
died recently here. A requiem mass 
was held at St. Paul’s Church and bur- 
ial was in Holy Cross cemetery. 

Mr. Richards was a native of Three 
Rivers, P. Q., Canada, and leaves a 
widow, Helen M. (Clement) Richards 
of Francestown; a brother, Fred L. 
Richards of Farmington; a sister, Mrs. 
Conrad Chretian of Tilton, and two 


half brothers, George and Daniel Dar- 
gie of Franklin. 


Camille Pessemier 


TacoMA, WasH.—Camille Pessemier, 
84, president and owner of a chain 
of five shoe stores here and at Seattle, 
known as the Pessemier Booteries, died 
June 7 at Tacoma. 

Mr. Pessemier came from Belgium 
to St. Marys, Kansas, when a small 
child, and later opened a shoe store 
in St. Marys. He left St. Marys in 
1888. 

He is survived by three sons, two 
daughters, and one brother. 





D. G. McDonald 


HASTINGS, Nesr.—D. G. McDonald, 
62, president of the Brown-McDonald 
company, died May 16 at his home here 
of a heart attack. His company has 39 
retail mercantile stores in Kansas, Ne- 
braska, Iowa, and Colorado. 

A former buyer and director for the 
J. C. Penny company in New York, Mr. 
McDonald located in Hastings in 1934, 
to help found his own chain. 

He is survived by two daughters and 
two brothers. 





John Lobbett 


ROCHESTER, N. Y.—John Lobbett, 77, 
for 25 vears financial manager of the 
old Lewis P. Ross Company, Rochester 
shoe jobbers, died June 8 in Highland 
Hospital here of complications result- 
ing from an injury suffered in a fall 
May 20. 

Born in Royalton, Niagara County, 
N. Y., Mr. Lobbett came to Rochester 
in 1886 and attended the old Rochester 
Business University. He was associ- 
ated with the Ross Company for a total 
of 31 years, retiring about 25 years ago. 
For 60 years he was a member of St. 
Luke’s Episcopal Church. 

He leaves his widow, three daughters 
end five grandsons. 





W. G. Cheuvront 


LINCOLN, Nes. — Walter G. Cheuv- 
ront, 76, salesman and assistant buyer 
for Wells & Frost Shoe store, Lincoln, 
died after a short illness. He had been 
a resident of Lincoln since 1903. A 
daughter, five sons and five grand- 
children survive. 


Ismar Cohen 


BuFFALO, N. Y.—Ismar Cohen, 60, 
who operated a retail shoe store in 
North Tonawanda, N. Y., for 15 years, 
died recently in Buffalo after a long 
illness. He retired from business about 
five years ago. His widow, a brother 
and a sister survive. 
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Schweitzer Elected 
Brezner Director 


Boston, MASs.—At the annual meet- 
ing of the board of directors of Brezner 
Tanning Corporation, Penacook, N. H., 
Jack Schweitzer was elected a member 
of the board of directors. 





JACK SCHWEITZER 


Mr. Schweitzer, a veteran of 29 years’ 
experience in the tanning indusiry, 
joined the Brezner organization 19 
years ago as a shipping room worker, 
and has worked his way through all 
. Brezner departments in leather produc- 
tion. Today Mr. Schweitzer is sales 
manager and coordinator between the 
tannery and the general offices. 


Shoe Salon Opens 
In New Specialty Store 


St. PAUL, MINN. — Berland’s Shoes 
operates the shoe department in the 
outstanding new Three Sisters store re- 
cently opened at Seventh and Cedar, 
here. 

The department accommodates 7,000 
pairs of shoes in both open and con- 
cealed stock. 

The salon has a background of green 
with furniture of blonde wood up- 
holstered in cream leatherette. Floors 
are carpeted in soft cream and rose-tan 
with leaf pattern. Mirrored pillars give 
distinction to the setting. Fluorescent 
lighting and spots are employed. 

“Business opened up very well,” said 
Ivan Schrader, manager. “Just now 
high colors are in demand. An interest 
in white is beginning and brown and 
white spectators are very good. We 
have ten styles in this type of shoe, all 
of which are moving well. 

“We notice no let-up in the demand 
for open toe and heel. Our customers 
like them. We feel that this style of 
shoe will remain for some time.” 


Beck Promotes Five 
To Store Managers 


New York. — The A. S. Beck Shoe 
Corporation has announced five store 
promotions within the company. 

They are: Lloyd Hessenaur, pro- 
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moted to manager of the Royal Oak, 
Michigan, unit; Charles Chasman, for- 
merly assistant manager, made man- 
ager of the Grand River Avenue, De- 
troit, Michigan, unit; Francis Perry, 
formerly manager of Syracuse, N. Y.., 
unit, promoted to manager of the 
Woodward Avenue, Detroit, Michigan, 
store; Clarence McKee, formerly man- 
ager of the Royal Oak, Michigan, unit, 
promoted to manager of the Syracuse, 
N. Y., store; William Herman, former- 
ly assistant manager of the store at 
845 Manhattan Avenue, Brooklyn, has 
been made manager of that unit. 





Leases Three Stores 
For St. Petersburg Outlet 


St. Perersspurc, Fra. — Plans of 
the A. S. Beck Shoe Company, of New 
York, for development of one of this 
city’s largest shops were revealed here 
with announcement of the leasing of a 
three-store frontage at Nos. 527-531, in- 
elusive, from the J. F. Alexander 
estate. 

Archie Parish wil] serve as architect 
and remodeling the property is to be 
started this Summer, it was stated. 





Joseph I. Adler, Jr., Visits 
Pacific Coast Trade 


Cuicaco—Joseph I. Adler, Jr., of 
The Adler-Jones Company, display de- 
signers and manufacturers, returned 
recently from a trip to California, 
where he visited the firm’s many ffiends 
in that section. Following his return he 
aided in welcoming Adler-Jones custom- 
ers who attended the NADI Show in 





J. 1. ADLER, JR. 


Chicago. He had previously devoted 
four years to Army service. 

Since Mr. Adler’s brother, Dick, also 
“hired himself out” to the Army for 
five years, and war plants claimed 
other Adler-Jones men, Joe is the first 
representative of the firm to swing 
through the Far Western territory in 
many months. From now on he intends 
to go West three times every year to 
keep display buyers on the Coast well 
informed on new trends and ideas. 





we DY 


WOMEN'S GOLF SHOES 


~ 


LADIES’ MOCCASIN VAMP GOLF SHOE 
$5.00 


Genuine Goodyear 
Welt, Antique Fin- 














ish, Ol] Tanned 
Soles, Lecther In- 
soles, Removable 


Ne. 2170 Spikes, Kicker Bock 


Stoy 
Sizes 5-9—12 prs. to case 
IMMEDIATE DELIVERY 


eer ie, 


ARNOSF SHOE CO... INC 


—_ 











MEN'S GOLF SHOES 








MEN'S GOLF SHOES 
AT NEW LOW PRICES 
56-78 Eistie Ure 
Brown Boct- 
maker Finish 
Removable Spikes 
Fitted into 
Sockets 
Leather Heel 
Skeleton Lined 









Sizes 6& 2-12 
C and D Widths 


immediate Delivery—Send for Somples 








ARNOFF SHOE CO., INC., 101 Duane St... N.Y.C 
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RUBBERS 
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MEN’S SNUGFIT RUBBERS 
Pat. Meided Process assures perfect 





CLOG Ne. 2068. She Sandals Neo 
2076. $1.10 per pair. Terms 2% 16 
0.8. Oetreit. Pecked 24 Pr 

te Case. Asst. or solid 


small, medium ene large. 
te stock. Write o Wire 
AMERICAN SHOE CO. 


25: W. Jef. Ave.. 
DETROIT % wICH 














PRICE TICKETS 


- _ 
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PRICE TICKETS bring sales! 


Many Colors—109 prices fo choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 
BOOT AND SHOE RECORDER 
20? Se. STATE ST. CHICAGO 4 
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SALESMEN WANTED 
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Our quality shoes are styled right . . . 
and their acceptance by the trade and by the consumer is unquestioned. 


All replies held in strict confidence. 


ADDRESS BOX NO. 884, c’o BOOT & SHOE RECORDER 
10 HIGH STREET. BOSTON 10, MASS. 


AN UNUSUAL OPPORTUNITY | 


Our company is stepping into the future with a large expansion program and we need more 
topnotch traveling salesmen. 


We offer you a rare chance!—That of representing one of the largest, most widely known, and | 
finest shoe companies in America. 


We manufacture men’s shoes in several grades to retail not only profitably but at popular prices 
by chain stores, department stores and independent merchants. | 


they have been nationally advertised for many years. . . 


If you are under 50 years of age, have sold or are selling men’s dress shoes in grades retailing | 
from $8.00 to $12.00, write us immediately, giving full particulars in your first letter. 


TERRITORIES IN SEVERAL SECTIONS OF THE UNITED STATES NOW OPEN TO YOU 


An excellent opportunity for those who can qualify, offering a profitable and secure future. 


Please write at once. 














EXPERIENCED SALESMEN 
WANTED FOR 


NATIONALLY ADVERTISED 


BRAND OF FOOTWEAR 


OPEN TERRITORIES 
* INDIANA — KENTUCKY 
WISCONSIN — ILLINOIS 
e NO. CAROLINA — SO. CAROLINA 
VIRGINIA — WEST VIRGINIA 
* MONTANA — IDAHO 
WYOMING — COLORADO 
UTAH — NEVADA 
METROPOLITAN NEW YORK CITY 
AND SUBURBAN AREA—NEW 


JERSEY 


Address Box 894, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











WANTED 

SALESMAN FOR A COMPLETE LINE OF 
CHILDREN'S SHOES CARRIED IN STOCK 
IN WIDTHS FOR MAINE, NEW HAMPSHIRE. 
AND VERMONT. MAY BE CARRIED AS A 
SIDE LINE. 

Address 896, care BOOT & SHOE RECORDER 

10 High Street, Boston 10. Mass. 











SALESMEN FOR 


LEADING WHOLESALER 


Old Established House, selling Fast 
Line of Men's and Women’s Shoes, in 
stock. Have openings for additional 
salesmen on commission basis in 
Mississippi, Arkansas, Kentucky, Ten- 
nessee, Indiana, Nebraska, Kansas, 
Chicago and vicinity. Established 
trade. Give full particulars 


BARACK SHOE COMPANY 


130! Washington Ave. St. Louis 3, Missouri 














Salesmen to Represent 


Well Established Concern 
Following Territories Open 


Kentucky & Tennessee 

Florida, Georgia & So. Carolina 
Virginia & West Virginia 

Texas & Oklahoma 

Alabama, Mississippi, & Louisiana 
Colorado & West 

Michigan & Wisconsin 


Fast selling IN STOCK LINE 

Women's sports and casuals; Men's dress 
ond work shoes; Children's and Boys’ 
shoes; Tennis and Rubber Footwear; 
House Slippers. Opportunity for right 
men to make desirable connection. Give 
full details and experience. 


Address Box 889, care BOOT & SHOE RECORDER 
100 E. 42nd St., New York 17, N. Y. 








for each insertion. When 





aGvertisements is $7.00 an inch with a maximum of 46 words per Inch. 
= Advertisements for this page must be in our New York Office 10 days preceding peblicerien dete 


CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 10 cents a word under any of our classified headings. Minimum rate is $1.80 
i i a box number is denired, addressed to any of our offices, 12 words must be added for this and charged 
at the word rate. If advertiser's own name and address is used, count each word (street number is one word) at word rate. 
Classified advertising is payable in advance. Send check or money orcer with your copy. No accounts are opened for classified 
advertising except for reguiar advertisers on contract. 

The rate for all displayed or boxed in 
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SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 











confidential. 


FIRST CLASS SALESMEN WANTED 


indoor and Outdoor Shoes 
Patented Process 
For several Territories 
To supplement our present Sales Personnel. Only best qualified, 
aggressive men will be considered. 
the future. Drawing account and commission. All replies held 
Write for appointment. 


Assured opportunities for 


Address Box 892, Care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








Salesmen Wanted 


Well-known, long-established Boston 
house, distributing popular-priced 
men’s dress and work, boys’ and 
children’s shoes, needs only experi- 
enced men who must be famili 

with the territory States open 
Northern New England, Virginia, In- 
diana, Illinois, Wisconsin, Minne- 
sota, lowa, Nebraska, Colorado, 
Texas, California and Southwest 


Straight commission basi 
proven. Can carry non-con 
side line. Furnish full parti 





Address 888, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








New York distributors of men's and wo- 
men's medium priced shoes, have the 
following territories open for experienced 
salesmen: 


1. WESTERN PENNSYLVANIA, EAST 
TO ALTOONA, AND WEST VIR- 
GINIA. 

2. EASTERN PENNSYLVANIA, WEST 
TO ALTOONA, EXCLUSIVE OF 
PHILADELPHIA AND SURROUND- 





SHOE SALESMAN 


With good following to carry ouistanding line « 
children's playshoes and slippers direct from factory 


territories New York State, New England, Pennay! 


line. All replies confidential 


fe are looking for a plugging young man. Oven 


vania, Middle West. Line may be carried as a side 


Address 887. care BOOT & SHOE RECORDER 
42nd Street, New York 17. N. Y. 








EXCEPTIONAL OPPORTUNITY 
FOR EXPERIENCED SALESMEN 


To represent, in exclusive territories 
and on a straight commission basis 


new Style Line of ALL 
Women's Sport Shoes 
$4.00. Can carry non-coniflicting line 
State your age, experience 
tory coverage and references 


tidence 


100 East 42nd Street, New York 17, N.Y 





an experienced Manufacturer of a 
LEATHER 
to retail at 
terri- 
Your 
replies will be held in strictest con- 


Address 685. care BOOT & SHOE RECORDER 








ALESMEN WANTED calling on better 

stores to carry as a side line an outstanding 
line of women’s hand sewed loafers in various 
styles and colors. In-stock department main 
tained. Commission basis Excellent oppor 
tunity. Write giving complete information and 
territory desired. Address #906, care of Boot 


WANTED 


Aggressive Salesmen, Experienced 
Men to sell our Line of Shoes, Slip- 
pers and Casuals for Men, Women 
and Children 


Following territories available 


Oklahoma Maryland 
Kansas Minnesota 
Kentucky Nebraska 
Georgia North Dakota 
Florida South Dakota 
lowa Indiana 
Delaware Pennsylvania 
Wisconsin 


Write giving full details of experi- 
ence 
Sideline Men Acceptable 


GERDA FOOTWEAR CO., Inc. 


158 Duane St. New York 13, N. Y. 








SHOE SALESMEN 
WITH GOOD FOLLOWING 


to carry ow 
Priced Women's 
on commission basis 

fast-selling styles. Can be handled ex- 
clusively or on non-conflicting basis. 
Write giving age, experience, territory 
coverage and references. 

AU replies will be held strictly confidential 


Address 750. care BOOT & SHOE RECORDER 
10 High Street. Geetee 16, Man. 








With good following to carry outstand- 
ing Line of Popular Priced Women's 
Casuals and Play Types direct from 
factory in following territories: No 

and South Dakota, Kansas, Nebraska, 
Minnesota, Iowa, Ohio, Illinois and 
Indiana. Full time on commission basis. 
Excellent line of fast-selling styles. Can 
be handled exclusively or on non-con- 
flicting basis. Write giving age, experi- 


ING TOWNS. and Shoe Recorder, 10 High Street, Boston 10, ence, territory coverage and references. 
3. STATES OF OHIO, MICHIGAN Moss All replies will be held strictly con- 
INDIANA. ; fidential. 





864. core BOOT & SHOE RECORDER 
Address 686. care BOOT & SHOE RECORDER 10 High Street, Besten 10, Mass. 


100 East 42nd Street. New York 17. N. Y. 

















LONG-RANGE 
OPPORTUNITY 


For Young Men between the ages 
of 25 and 35 to represent a com- 
pony manufacturing a nationally 
known and nationally advertised 
Rubber Footwear Line accepted os 
the leader in its field. New items 
now being added make this line a 
very attractive one with exc 

opportunity for increased earnings 
in proportion to effort put forth 





S*! ESMEN WANTED for Men's, Women’s 

and Children’s Lines—Countrywide represen- 
tation Address #737. care Boot Shoe 
Recorder, 100 East 42nd Street, New York 
7 = ie 


fF STABLISHED TERRITORIES OPEN: 

Established Wholesale Shoe Jobber has open- 
ing for good Shoe Salesmen in established 
territories, to sell outstanding Line of Women’s 
Novelty Shoes, $5.00 and $6.00 retailers. Salary 
and commission paid weekly. m carry ex- 
clusively or as side line. Address Box #877, 
care Boot & Shoe Recorder, 1221 Locust Street, 
St. Louis 3, Mo. 





SALESMEN 


A Large Eastern Manufacturer needs 
a few more top notch men to carry an 
outstanding line of Women’s Sport 
Shoes from his in-stock department 
to retail between $4.00 and $5.00. 
This is an opportunity for well quali- 





SALESMEN WANTED 


To represent top grade line of Shearling Slippers 
for Children. Ladies and Men for Delaware, Mary- 


land, District of Columbia, and West Virginia; and results obtained. ed men to connect themselves with a 
Washington, Oregon. California, Nevada, Idaho, 4 ‘a e 4 ; 
Utah, Montana, Wyoming, Colorado, North Dakota, Write in confidence outlining expe- long established concern. Commis- 


South Dakota, Nebraska, Kansas, Oklahoma rience to: sion basis. State experience and ter- 


ritory desired. 


Address 862. care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, H. Y. 


Bex 2863 
Care of BOOT & SHOE RECORDER 


Address Box 920. BOOT & SH 
care SHOE RECORDER 100 East 42ed St. New York 17 


108 East 42nd Street, New York 17, N. Y. 


























July 1, 1947 103 

















SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 











SALESMEN WANTED 


To sell manufacturer's line of growing 
girls’ Goodyear welt sports direct to 
chain stores ond retail accounts on com- 
mission basis in the following territories: 


Texas North and 

Louisiana South Carolina 
North West Virginia ond 
and Western Pennsylvania 
South Dakota Indiana and 
Michigan Southern Illinois 


Address 860, care BOOT & SHOE RECORDER 
10 High Street, Boston (0, Mass. 











W ANTED SALESMEN WITH EXPERI- 

ENCE to carry Factory Line of Medium- 
Priced Women’s Shoes, in all parts of the 
United States. Give detailed information on 


full references in 
care Boot & Shoe 
New York 17, 


Lines previously carried and 
first letter. Address 3915, 
Recorder, 100 East 42nd Street, 
N Y 


ARGE NEW YORK WHOLESALE HOS. 
IERY CONCERN has openings for experi- 


enced salesmen with following (several terri- 
tories open), to sell Department Stores, Chil- 
dren's, Men's and Ladies’ Specialty Stores 
Commission basis. Replies held in strict con- 
fidence Address 3914, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 


M: Ane FACTURER WANTS 


sel! on a commission basis 


SALESMEN 
a fast mov- 


ing Line of Men's and Women’s Stitchdowns 
to retail trade in the following States: Penn- 
sylvania, Maryland, West Virginia, Virginia, 
North and South Carolina, Tennessee, Georgia, 
Alabama, Mississippi, Louisiana, Arkansas, 
Missouri, Kansas, Oklahoma, Texas, New 
Mexico, Arizona, Wyoming, Nebraska, Iowa. 
Company features ads in Natic onal Shoe Maga- 
zines, circulars Exceilent opportunity for 


Only the go-getter need apply. In 
State experience, age, lines carried at 
present, means of see nn and 
ences. Replies held strictly confidential. Ad 
dress #913, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, } 


WO TRAVELING SALESMEN—One for 

the State of North Carolina and one for the 
State of Georgia, with Progressive House. 
General Line for Men, Women and Children: 
Also Rubber Footwear and Tennis Shoes. Men 
must he experienced, steady, and have good 
references Excellent opportunity for Right 
Men Address #909. care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 
7 =. © 
HOE SALESMEN, WITH GOOD 

LOWING to carry an outstanding 
P pt ular Pr iced Men's and Women’s 
Sh also popular priced Novelty Casuals 
yo een #907, care Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y 


[NFANTS’ AND CHILDREN’S SHOE sales- 
man to carry unusual Line of Fine Lamb- 
skin “Foot-Muffs” and “Toddle Boots” for 


right men. 
applying 





FOL 
Line of 
Compo 








well rated Manufacturer. Protected territories. 
DIX FUR COMPANY, INC., Gloversville, 
New York 

ALESMEN WANTED by Distributor of 
~ 


Better Grade Men’s, Women’s and Children’s 


Shoes. Following territories open: Washing- 
ton, Oregon, Rocky Mountain States. Midwest, 
Ohio, Pennsylvania, Kentucky, Virginia, West 


Experienced men only 
Stuart Shoe Company, 
Mass 


Virginia and New Yor 
need apply Wendell 
72 Lincoln Street, Boston, 





SALESMAN WANTED 
All territories—Outstanding manufacturer's 
line of children’s better grade stitchdowns. 
Commission basis. Can be carried with 


other non-conflicting lines. Give back- 
ground and territory covered. All replies 
confidential. 


Address Box 893, care BOOT & SHOE RECORDER 
206 Se. State Street. Chicage 4, 11. 








, 


STREET, Loe 








We Have Opening in Texas 
For experienced Salesman who is interested 
in @ permanent and profitable connection 
to sell a Line of Women's Novelty Footwear 
sold regularly in this territory over twenty 
years. When applying, give age and rood 
selling experience. 

Address 905, care BOOT & SHOE 3 

100 East 42nd Street. New York {7, N 








WOMEN’S STYLE LINE 


Chicago Manufacturer Wants Salesmen for 

Western, Southern, and Eostern territories, 

with following in high grade Retail and De- 

partment Stores. Handle top grade of smartly 

styled dress footwear. Good opportunity. 

Address Box 916. care BOOT & SHOE RECORDER 
209 Se. State Street. Chicago 4, III. 














SIDE LINE SALESMAN WTD. 
MANUFACTURER DESIRES 


SIDELINE SALESMEN 


For Permanent Representation to 
the Better Chain, Department and 
Retail Store operations; Prefer- 
ably Men carrying Nationally 
Distributed Men’s Shoe Lines. 
Men’s Kid Slippers, with Soft Kid 
Soles, to retail for $4.00. All terri- 
tories open; Commission 5%. 
State experience, Lines being car- 
ried, and where distributed. Strict- 
est confidence. 

Address 896. care BOOT & SHOE RECORDER 











1@ East 42nd Street, New York 17, N. Y. 





VOLUME LINE 
WANTED 


If you are seeking real, live repre- 
sentation in the Volume Trade, 
can offer you a following built up 
over twenty years in this field. 
Only interested going with reputa- 
ble firm. 


Address 891, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











ETAIL SHOE MAN, 39 YEARS OF AGE, 
wants connection in Far West; Prefers 
Washington or Uregon. I have 20 years’ shoe 
experience, 10 years as Manager and District 
Manager for a large Shoe Chain; 3 years in 


business fo- self. I am experienced in ali 
branches— Personnel, Windows, Selling and 
Buying. Presently Managing large Ladies’ 


the South. Best personal and 


Shoe Store in 
Address #869, care Boot 


business refer en ces. 





& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. ¥ 
XPERIENCED W ap een SHOE 
SALESMAN Wants C: lete Line of Ws 
men’s Novelties for Florida ‘and Gee ] 
Line of Men’s Dress Shoes. Lines su 
Southern trade Address 2921, care 
Shoe Record ler 100 East 42nd Str 
York N. Y¥ 


DESIRES 


orida 


XPERIENCED SALESMAN : 
LINE of Popular Price Shoes for Fl 
and Georgia. ye wel #911, care Boot & Shee 
Recorder, 100 East 42nd Street, New York 
N. ¥ 





SIDELINE SALESMEN—FOR ALL TER- 

RITS — for Retail and Department 
Stores—Sh¢ Line Men’s Kid Leather an 
Imitati om Leather McKay Slippers, direct from 
1 i f details of Lines 
2 and territories covered. Address #910, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. 


SIDELINE SALESMEN WANTED 


To carry branded line of high grade men's 

dress shoes. All territories open for agencies 

to be established with our rent. 5% Commis- 

sion basis. Experienced salesmen only. Re- 

plies held in strict confidence. 

Address 895. caro BOOT & SHOE << oo 
100 East 42nd Street, New York 17, | 

















HEARTH- SIDERS rayl JUAN 





HART GLOVE COMPANY, Stevens Point, Wis. 











gee ORN AMENTS SALESMEN. Sideline; 

mmission. State territories co wered. 
lars. Address 19 
order, 100 East 42nd 
y 








care Oo 
Serest, 





t & " Shee Rec 
York 17, N 





= —— 








ANUFACTURER OF METAL, RHINE- 

STONE AND CUT STEEL SHOE 
BOWS desires Salesman calling on Ladies’ 
Shoe Trade to carry one Small Tray of terrific 
Metal Ornaments. Address Box #2000. care 
Boot &»Shoe Recorder, 100 E. 42nd Street, 
New York 17, N. Y 
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ANUFACTURING WHOI ESAL ER OF 
WOMEN’S KID $5.00 Retail Corrective 
Shoes, In-stock, B’s to EEE’s Desires Sideline 


Salesmen, Commission basis. All territories 
open. References. Address: Box 3916, care 
of Boot and Shoe Recorder, High Street, 
Boston, 10, Mass 


POSITION WANTED 





A FORMER — ERRMERT RATIONING 
EXECUTIV is now available for a posi- 
n — ,& A This man is young. 


has had years 


progressive. He 
" training and 
Industry and ts adept in the 


experience in the 
following 







ities Merchandiser, Manager, District 

Personne! Director; Buying. Sell- 

ing, Auditing ; Unit Control, Backgrounds 
and Window Display. Here is an PT 


for a progressive organization t 
services of a good executive > 
#917, care Boot & Shoe Recorder. 100 E. 42nd 


New York 17, N. Y 


FOR SALE 





Street, 











FOR SALE AT 


FALL RIVER 


Two separate Modern Factories for 
Sale: 12,000 and 23.000 square feet: 


Brick Heavy Construction. Will install 
High or Low Pressure Steam Equip- 
ment and Construction changes to meet 
requirements. Fully Sprinklered: Cheap 
Power and Water available. Centrally 
located. Plans, photographs on request. 
Principals only. 


ROST REALTY CO. 


Fall River, Mass. 











Boot and Shoe Recorder 


























FOR SALE 


HELP WANTED | HELP WANTED 








WE SELL WOMEN'S 
FACTORY DAMAGED AND 
WORN SHOES, CASE LOTS 


WRITE FOR SAMPLES 


Address 770, care BOOT & SHOE RECORDER 
100 East 42nd Street. New York 17, N. Y. 








FOR SALE 
FAMILY SHOE STORE 


located in B’klyn, carry good brand lines; 

volume near $100,000. Modern fixtures and 

20 years of good-will $20,000 stock at 

prevailing market prices. Only principals 

reply. 

Address Box 897, care BOOT & SHOE pqpegece 
100 East 42nd Street. New York 17. 











OR SALE: INVENTORY, FIXTURES, 

AND GOODWILL of a retail Shoe Store 
(Women’s), located in a City of 70,000. Store 
located at present site for 10 years. Reason- 
able rent; good location. Address #871, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


Le. ASED SHOE DEPARTMENT FOR SALE 
n Department Store Town of 50,000— 

Oshkosh, Wisconsin. Low Rental. HIRSCH- 

BERG'S DEP’T STORE, Oshkosh, Wis 





FUR TRIMMING 








RABBIT FUR TRIMMING 
IN PASTEL SHADES 
FOR THE SLIPPER TRADE 
Write for Quotations to 


NATIONAL FUR DYEING CO. 
447 S. Hewitt St., Los Angeles 13, Calif. 














BUSINESS OPPORTUNITY 


A MASSACHUSETTS Factory Located in 
Shoemaking area, now making Infants 
Sole Stitchdowns, sizes 2 to 8 has an 





Single 
pportunity for an experienced production man 
t ivest money and run the factory. One ot 
the owners is a large Wholesaler able to sell 
the present and expanded output although sell 
other Wholesalers and Chain Stores. There is 
room for expansion in the building and products 
made are salable the year round. May also 
consider merging with another factory making 
kindred products or will sell either the factory 
or building, or both. Address 2912. care Boot 
& Shoe Recorder, 100 East 42nd Street. New 
York 17, N. Y. 











HOE STORE LOCATED IN GOOD Sec- 


tion of Brooklyn. established over six years, 


wants Competent Partner Good income as- 
sured. Give "phone number in reply. Address 
900, care Boot & Shoe Recorder, 100 East 
42nd Street. New York 17. N. ¥ 


W ocLp INVEST IN GOOD GOING Shoe 
Business $5.900 and services as active part- 
ner. Best character and experience reference. 
Address $399, care Boot & Shoe Recorder, 100 
East 42nd Street. New York 17, N : 
. 


WANT TO LEASE 


HOE STORE. Good downtown location. suit- 

able women’s and children’s or family shoe 
store; popular price branded line; must be 
good Florida town Minimum space 12% 
to 15 feet wide by 69 to 80 foot depth. Occu- 
pancy January 1, 1948 or will consider buying 
established store. State details in confidence. 
Address #904, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 








July 1, 1947 





FABRIC FOOTWEAR 
PATTERN & DESIGN MAN, 30-40 


With complete knowledge of pattern making and grading in California 


process, Fabric footwear background helpful. Ability to work out style 
details, follow through on production and direct activities of others 
essential. 


An excellent future with one of the largest manufacturers in the field 
expanding its fabric footwear business. Location midwest. 
Write in confidence giving complete information on past experience in 
first letter including salary requirements. Apply: 
Address Box No. 846, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














W ANTED AN EXPERIENCED SHOE 


MAN to assist in fixing piece rates . Write WANTED TO PURCHASE 


stating your qualifications and experience, and 
the salary expected to Box 3908. care of 
Boot and Shoe Recorder, 100 East 42nd Street, 
New York 17, N 


W ANTED EXPERIEN( ED MANAGER 
for Popular Priced Family Shoe Department 
located in South East Miss uri. Must be good 


Salesman and Promotional Man. Top salary 
Address 2901, care Boot & Shoe Recorder, 


100 East 42nd Street, New York 17. N. ¥ Chain with five to ten 
FOR LEASE Retail Shoe Stores car- 

° ' 
READY-TOWEAR STORE in good loca rying Women's shoes. 
we nm in, eumine sown tes siaes © I | | Weite full particulars. 
Department Further information contact: P 


F. DRIVER, DRIVER’S SHOPPE, Paducah 


¥ 

















Address 890. care BOOT & SHOE RECORDER 
100 East 42nd Street. New York 17. N.Y 














FOR RENT 


FOR RENT. 22" x 28 SPACE FOR JUVE 
NILE SHOE DEPARTMENT, loc df 

ao rear, of modern, well locat hag te WANTED TO PURCHASE 
store in Lynchburg, Va. Ample storage space 
1 For particulars, write: Address 
Root & Shoe Recorder, 100 East 























aw Wek 17, &. ¥ VE TERAN WISHES TO PURCHASE 
: m= : FAMILY SHOE STORE in town of 15,000 
| of more, located 2 ye or 
' | Towa. Will pay 100 on stock. a Lease 
MERCHANTS NEEDS desired, Give all particulars. Address: 
| JAMES T. ARENZ, Box 683, La Crosse, Wis 
N YLON HOSIERY—Fine Gauge, Real Sheer. const. 
_Pertects $13.50 doz.: Selected irregulars 
$7 )} doz.: Seconds, $6.00 doz Rayon slight 
ronds. $3.00 do MAGNOLIA HOSTER’ 
Ng Rg ng a WILL BUY CLOSE OUTS AND 


COMPLETE STOCKS 
of Quality Shoes for Men, Women ond 


6. Pa 
| FOR CASH 
| 





BROITMAN-GAFFIN SHOES, INC. 
147 Duone Street, New York 7, N. Y. 
Telephone: WOrth 2-460 











CASH FOR YOUR STORE 
Will buy stock, fixtures, lease. Shoe 

















F AND o stores and Chains wanted in Pennsylvania, 

$5 .00 Jersey, Delaware. 
Pouy Cue | | k= 
GROSS for Price Tickets rT) ont on on, ou ven an. 

$2? 75 

HALF GROSS GET TOP VALUE 

In Solling Your 

TULTS AT ' 

sn te us eres = 

















| CAMITTA SHOE CO. 
M.D, ,POLLINGER CO.| | | = Se 

















WANTED TO PURCHASE 


WANTED TO PURCHASE 








Quality Shoes for Men, Women 
and Children 


79-81 READ STREET 


BARIS BUYS for CASH 


Scrupulous Protection for your Name and Brand Since 1932 


BARIS SHOE CO., INC. 
WOrth 2-5180 


e Shoe Stores 
Short Term Leases Assumed 


NEW YORK 7, N. Y. 








YOUR MAME PROTECTED . 


1215 Weshiagtos Aveave—St. Losis, Me. 


TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Coavert inte cash—any quaatity 
- - WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE Co. 








SELL YOUR JOB LOTS 


To 
SAM CAMITTA & SONS 
95 Reade St., New York 13, N. Y. 
FOREMOST SHOE BUYERS SINCE 1906 
COrtiendt 7-€378-8 








MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 


HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephese: WOrth 2-806i 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 

ASSUMED 


SHORT LEASES 
B. SABIN 
98 DUANE ST. NEW YORK 7, N. Y. 


Telephone WOrth 2-2515 











Big Shoe Order Is 
Placed by Army 


New York — The Army Quarter- 
master Office here has announced 
award of contracts covering the manu- 
facture of more than 1,000,000 pairs 
of shoes of two types, bids on which 
were opened during the third week in 
May. Awards are: 

First lot, combat service boots with 
composition soles —- Ascutney Shoe 
Corporation, 21,800 pairs at $6.465 per 
pair: Endicott-Johnson Corporation, 
8,200 at $6.64. 

Second lot, 192,256 pairs of low quar- 
ter tan shoes—Perry-Norvell Co., 75,- 
000 pairs at $4.60 per pair; Interna- 
tional Shoe Co., 96,187 at $4.65; Doyle 
Shoe Co., 15,000 at $4.61; Belleville 
Shoe Mfg. Co., 6,069 at $4.6978. 

Third lot, 836,880 pairs of low quar- 
ter tan shoes — Belleville Shoe Mfg. 
Co., 112,500 pairs at $4.6128 per pair; 
International Shoe Co., 188,220 at $4.65 
and 225,864 at $4.74; Endicott-Johnson 
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WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 


New York City 
Phone BARCLAY 17-7887 











Corporation, 228,660 at $4.75; Hubbard 
Shoe Co., 187,500 at $4.65; and Doyle 


Shoe Co., 120,000 at $4.47. 


Forms New Firm to Make 
High Style Women’s Shoes 


NEW YorRK—A new firm, Arthur 
Bender Company, has been formed by 
Arthur Bender to manufacture high 
style women’s shoes here, it has been 
announced. The products will be co- 
ordinated closely with those of the 
Burkbe Leather Company, which manu- 
factures belts and handbags. Mr. Ben- 
der will design his own shoes. 


Will Form New Shoe Firm 


MANCHESTER, N. H. — It has been 
announced that Al Schachat, who re- 
signed as president of the Aldrich 
Shoe Co., has purchased the interest 
of Louis Bressler in Timely Casuals 
Footwear, Inc., and a new corporation, 
capitalized at $100,000, will be organ- 
ized to continue operations at the 
same plant at 185 Granite street. 

The factory is equipped to turn out 
women’s dress shoes by both the Compo 
and California processes. 

Officers were listed as Al Schachat, 
president and general manager; Frank 
Basinow, vice president, treasurer and 





WANT «& permanent business 
ee of RA own! Lears 


MERCHANTS’ NEEDS 


DOYOU = 


arca supports. Earnings of men and women in this 

profession rum as high as $50 to $100 weekly. Not 

medical or chiropody—easy terms ee fo 
—_ 





Stephenson Method, 12 So. Market St.. Boston, Mass. 


tals SD Of, “ts 


ADVER LISING 











NEWSPAPER, 


—if you advertise in —e 
write today for free samples of 
. Sterling Shoe Mat Service 


A quarterly matrix service of carefully 
written copy, photographs and beauti- 


ful ort work for direct mai! aad news- 


paper advertising. 

2. Vincent Edwards Idea Clip- 
ping Service 
Actual newspoper tear sheets of ads 
of shoe stores; you select the exoct 
stores and cities you want to see or 
leave the selection to our advertising 
stoff. 


3. Learn Advertising at Home 
Advertising is an interesting study and 
prepores you to write more effective 
letters; to acquire a larger vocabu- 
lary; to comprehend the sales and 
merchandising probl of o busi 
and to be definitely in a ) to 








- 


ideas. 


VINCENT EDWARDS & CO, 
World's largest advertising service 
organization 





342 Madison Avenue, New York City 








superintendent, and Herbert L. Scha- 
chat, clerk, also in charge of sales. 





Goodrich Starts Wholesale 
Outlet for Shoe Products 


BuFFALO, N. Y.—The Shoe Products 
Division of the B. F. Goodrich Com- 
pany has re-established in Buffalo a 
wholesale distribution outlet for heels. 
soles and findings for shoe-repair men 
in Western New York. 





E-J Plans More Homes 
For Employes 


Enpicott, N. Y.—Endicott Johnson 
Corp. will build more homes to be sold 
to employes as soon as materials are 
available, it was made known by 
Charles F. Johnson, Jr., vice president 
and general manager, speaking at a 
dinner of Security Factory employes. 
During the past quarter-century the 
company has spent more than $10,000,- 
000 in the construction of workers 
homes in Endicott, Johnson City and 
Binghamton. 


Boot and Shoe Recorder 




















Acme Shoe Cs _ 38 
Adrian, M. B. & Sons X-Ray Co. eT 
American Hair and Felt Ce 7 
American Oak Leather Co ; 
American Shoe Co . 101 
Ariynn Shoe Co 39 
Arnoff Shoe Co., Inc. sedi 101 
Avon Sole Company 6 
Baris Shoe Company ... 95, 106 
ee, Th Se Gk boeesstwates 69 
Bata Shoe Co. weTerer TT. 33 
Beckwith Mfg. Co ‘ . s 
Broitman-Gaffin Shoe Co 105 
Burns Culoid Co é ; . 63 
Camitta, Sam, & Sons cs0s0, ee 
Camitta Shoe Company . : - 105 
Carr-Fulfiex, Inc ; 76 
Castle Trimming C: . Ss 
Charm ° , : ‘ 32 
Chesapeake Shoe C: es 
Colonial Tanning Co 17. 3rd cover 


Connell. J. M.. Shoe Cx 94 


Dewey & Almy Chemical C: 


Shoe Co 66 


Douglas, W. L 

DuBrin, Harry L., Uniform Co....... 96 
Du Pont - 3 
Eaton, C. A., ; 108 
Evans, John R., & ( Front cover 
Fischer Mfg. C - 105 
Florsheim Shoe Co oo. 
Flynn, John, & Sons, In ss 
Fortune Shoes 75 
Gallun, A. F.. & Sons Corp see EO 
General Shoe Corp ' $37, 75 
Gerberich-Payne Shoe Co Back cover 
Gerda Footwear Co 43, 91 
Gillman Plastic Fixtures rece Oe 
Golo Footwear Corp. o- 7 
Goodwill Shoe Co , 100 
Goodyear Tire & Rubber Co 14, 15 
Hammond Moccasins, In« 18, 18 
Herco Corp. ead 84 
Hess, Harry ini -. 166 
Hy-Quality Shoe ...... . %16 
Holland-Racine Shoes, Inc 2 
Hubschman E., & Sons, In 2nd cover 
Indian Footwear (India) .. 89 
Jarman Shoes . . 37 
Kawneer Co. .. , , . 22, 23 
Keith, George E., Co. .. ‘ rd 5 
Kember, Chas., Shoe Co. .. $2 
Kistler Leather Co. ...... _ an 
Knipe Bros. ; - ee : - 
Lederer Industries Seed . 86 
Lyons & Company ...... 6, 99, 107 


Miller, O. A., Treeing Mach. Co.... 2 
Miller Shoe Co.. The ° 27 
McBreen Shoe Company 
Modern Orthopedic Appliance Co. - 85 


Monroe Brothers Co ie an 
Myers, D., & Sons, Inc. . 3 
National Fur Dyeing Co. ... : 105 
New York Athletic Shoe Co seed &9 
Ohio Leather Company ee 
Pantasote Corp. of N. J jie 
Panther-Panco Co. ‘ se 73 
Philadelphia Shoe Wholesalers 30 
Pierce, C. S., Co. . —— 
Pilot Shoe Company $9 
Pincus, Lester, Shoe Corp il 
Pollinger, M. D., Co. .. 105 
Prima, Inc. ‘<kae » “ae 
Rubin, Irvin .... 106 
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Ask also for 


KIWI BLACK 
TAN, LIGHT TAN, BROWN 
OX BLOOD & MAHOGANY 
For Patent Leather and all 
Colours of Glace Kid ask for 
KIWI Transparent (Neutral). 


K 





Sabir BE 106 


Saco Moc Shee Ce 


Schenk, A. L. Orthopedic Lab- 100 
Scholl Mfg. Co., In ‘-~ oa 
Scott Foot Appliance C« 80 
Selby Shoe Co “a 
Shane Shoe Company 99 
Shoe Form Co o2 
Stephenson Method 106 
Stetson Shoe Co 9 
Sundial Shoe Co 26 
Swank Shoe Dressings 85 


Transparent Shade Co il 


(ts ENGLISH.. 
/t QUALITY... 


/tesKIWT! 


























‘Congratulations, Tom! That's 
a peach of a shoe shine you have 
—KIWI, I presume.” 


‘‘Why sure, Mr. Logan—that’s an 
English habit I got over there and 
a mighty good one, too.” 


‘That's what Ed. says. He's my 
Shoeman and the KIWI dealer 
round here. Telling me last week 
KIWI's made from rich waxes 
which sink into the leather, keeping 
it soft and pliable. Helps to make 
shoes last longer.” ; 


‘* Ed.’sasmart business man, then. 
I'll see if he can rustle up a couple 
of tins of KIWI for me before I go 
back. Mine's all used up...” 


** Not so fast, Tom! Leave some 
for the folks back home, here. 
Ed.’s in enough trouble keeping up 
with the demand for KIWI. Get one 
tin here—you can always get more 
through your Post Exchange.”’ 


**O.K. Mr. Logan, I'll do that.” 


KIWI DARK TAN 


The ORIGINAL English STAIN Shoe Polish 


\< Sor pow. 
| vy. 


120, DUANE ST., NEW YORK, 7, W.Y. 


Trimfoot 
Tweedie Footwear Corp 


Company 


United Shoe Machinery Corp 
Venus Sandals ° 
Vincent, Edwards & Co 
Vitality . 
Vm & & @& 


Shoe €« 


Walk-Over Shoes 
Weil, M. K., 
Wellco 


Shoe C« 


Shoe (« 95. 
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tonic Quality is the Plus that 
spells Profit. Every Etonic Dealer knows he is able 
to rely upon prompt shipments of most Etonic 
styles from stock —he can keep sized-up week 
by week. It means he can meet all consumer 
fitting requirements on a minimum in- 
ventory investment. 
There is no question about it— Etonic 
Styling — Quality — and Service, 
backed up by Point-of-Sales Pro- 


motions, give You consistent 


profitable turnover. 


Style 4172 Brown Calf 
Style 4162 Black Calf 


Etonic Duke Last 
Finest Fit in Footwear 


rTM (=F 


LRH CMH COVED 


Etonic National Advertising 

is Style News Throughout The Year 
In Esquire—The Magazine of Men’s Fashions 
In Pic—The Magazine for Young Men 

In Newsweek — The Magazine of News Significance 
And in The Nation’s leading Newspapers Coast to Coast 





MADE AT BROCKTON, MASSACHUSETTS BY CHARLES A. EATON - FINE BOOTMAKERS SINCE 1876 
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de “SIO LS aad 
FANCY colced 


They like the looks and the feeling of 
this smooth, soft, flexible leather for comfort- 
ably smart, unlined shoes. You'll like the 
extra profit that comes from using 
Colonial Elk. Skins are of even thickness, well 
worked out for a minimum of waste in the cutting room. 


The colors are fashion right. Send for samples. 


COLONIAL TANNING COMPANY, INC., BOSTON 11, MASSACHUSETTS 





ALWAYS “OFF ON THE RIGHT FOOT’ 
me 




















Offices: Riiracacies OREO 
Los Angeles, 219 West 7th Street, Haas Building, 
al el Phila., Lafayette Building, Room 1025 


‘GERBERICH- PAYNE snor fo i alll bey vonestaiiea 





